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Last week we 
warned you of this 


poppy story. ‘What sales increased last 


does a hardware 

man care about pop- 

pies?” A lot, and so 

will you—page 55, 
this issue 


Here is a_ walloper 


for the retailer, di- 
rect from Washing- 
ton. Never knew be- 
fore we had _ this 
skeleton in the closet. 
Page 60, this issue. 


The commercial ad- 
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No, he doesn’t ask 
you all these ques- 
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Coming Next Week 


We are gathering up new collections of 
handy store kinks all the time—-simple 
little devices to help sell more goods right. 
A basketful that you can make yourself 
will be printed in next week’s issue 
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year and the year be- 
fore. Some record! 
Page 66, this issue 


Oregon is all right 

The hardware men’ 

see conditions as they 

are but are going to 

keep right on saw- 

ing wood. Page 71, 
this issue 


Better watch the 

market news closely 

Rope drops four 

cents. Why? Insure 

your future. Read it 

all. Page 76, this 
issue 
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“Seeing Is Buying” 


There are so many differ- 
ent kinds of Screen and 
Storm Door Sets and so 
many that look 
what alike that most cus- 


some- 


tomers like to see before 
they buy. 


To make buying easy we 
are furnishing to dealers 
with their first order a 
handsome model, same 


as illustrated above. 


This model shows the 


complete 








in a way that gets favorable attention and 


makes sales. 


The hinges, spring, hook and eyes and pull 


are all displayed right before the customer 


in an appealing manner. 


This method makes selling easy, as well as 
buying. 


It saves you getting out a package and un- 


packing each article and showing it sepa- 
rately. 


You have simply to mention that 
NATIONAL HINGES are made of steel, 
that the size, 3x2'4. inches, has been found 
best suited for the average door, and that 
being supplied with Loose Pins makes it 
unnecessary for customers to remove any 
screws when taking down the door. 


National 
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Cut one-half size 


NATIONAL 


No. 90 Screen and Storm Door Set 


When desired an Offset Hinge can be ob- 
tained by just removing the pin and revers- 
ing one leaf. The door pull is 4'4 inches 
long, affording ample room for the hand. 
It is made of steel and is neat and strong. 


This Screen Set is not only durable and 
practical, but packed the National way— 
each set complete with screws in an indi- 
vidual carton. One dozen sets to the box. 
Twelve dozen sets to the case. Our popu- 
lar No. 3 Perfect Spring, with loop ends, is 
furnished with this set. 


Nickeled screws and hooks and eyes are 


packed with the Japan sets. Any standard 
finish desired. 


For 18 years we have dealt direct with the 
dealer. The advantages are obvious. 


Send for Catalog and Time Saving Order 
Blanks. 


Mfg. Co. 


Sterling, Ill. 
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The Shirley Poppy 


You have read about the poppies of Flanders, of France, of 


Italy. They add poetry to the prosaic countryside. 


Here's a 


great big story of the opportunity in poppies for hardwaremen. 

It has to do with our heroes who forever must lie beneath 

the poppied fields of Europe, and an everlasting, nation-wide 
memorial for them ‘‘over here.”’ 


By Roy F. SouLe 


N Flanders fields the poppies will bloom 
| again this year, and their blooming will 

have a new significance to those thou- 
sands of American men and women whose 
brave boys have closed their eyes in eternal 
sleep in the country where they so cour- 
ageously offered themselves on the altar of 
human liberty. 

When the flowers of Flanders and France 
once more nod in the soft winds they will not 
sway and bend and break under burning 
blast of hostile cannon. Nor will they shud- 
der and die as shrapnel and grenades burst 


55 


to tear and rend their beauty as they blasted 
and tore brave men to bits. 

The flowers that spring up “Over There” 
to inspire the song birds this year will not 
mature only to be trampled down by con- 
flicting forces of battle-mad men. They will 
not die because nature gave them fertile soil 


in the track of a tank or in a spot where 


muddy trenches were to be made. But they 
will come to nod in perfect understanding on 
white crosses among the shell holes. 

They will see and understand as no human 
can, the forgotten place where the unfor- 


Pe 
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gotten boy “went west,” and their long roots 
reaching down into the clay will take sacred 
nourishment, and in rich divine red color 
will show his heart to men who pass that way. 

The flowers of Flanders fields have, midst 
war’s fierce hell, kept alive a love of the beau- 
tiful and an appreciation of what peace and 
quiet means. Every returning soldier at 
some time paints word pictures of these 
flowers that would not die. The wounded 
boys particularly like to tell of the messages 
the flowers brought them. The beauty of 
that song, “The Rose of No Man’s Land,” is 
a flower thought and conveys a compliment 
to Red Cross women that will endure. 

The flowers of France and Belgium and 
Italy are such that they live and bloom anew 
in the memory of those who have received 
courage and comfort from them. 

Some of these flowers are sown by the 
Many of them are sown 
A very beautiful cus- 
tom prevails over there when at planting 
time the farmer sows a few flower seeds with 
This is particu- 
larly true in the edges of fields that border 
the highways and the result is a country side 
that smiles appreciation to the heavens that 
water them. 


winds of chance. 
by the hand of man. 


his wheat or other grains. 


This custom is worth transplanting. 
This beautiful habit with its rich return 
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should appeal particularly to the American 
this year. 

So many thousands of our boys are resting 
amid the flowers “Over There” that like 
flowers should bloom in like places “Over 
Here.” Who knows but that the wind wafted 
pollen may blend in the creation of new and 
even more beautiful Surely the 
blending of the thoughts behind these flowers 
will make of us better men and better women 
with a clearer appreciation of what the boys 
in khaki and their brothers in arms have 
done for the world. 

There is a beautiful flower that grows in 
every State in the Union, and by strange 
coincidence it is a poppy, the “Shirley” 
poppy. 

The seed of this poppy is very small, 
so. tiny that a pinch between the thumb 
and the index finger will pick up a hun- 
dred of them. But it is a responsive little 
seed that quickly develops into a sturdy 
plant. It blossoms beautifully, a rich, warm, 
sympathetic red and other colors. The price 
of the Shirley poppy seed is very low; fifty 
cents’ worth will beautify the border of a 
field half a mile long. Ten cents’ worth will 
rim the bottom of a silo and a cow barn with 
a girdle of significant beauty. A quarter’s 
worth will fill available spots around a front 
vard, or make the approach to a barn or 


colors. 


machinery shed more beautiful. 


Shirley poppies beneath a 








cluster of rural mail bowes 
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The poppe Ss will COME 


The farm children who make daily trips 
to the mail boxes can help out. In many 
places there are from five to ten mail boxes 
grouped together on rural delivery routes. 
These batteries of mail boxes should look 
down on little flower gardens this year. Dur- 
ing the past two years the letters from the 
boys abroad have been dropped into those 
mail boxes and received by boys and girls 
who ran all the way home with those highly 
prized missives. Keep alive the memories. 
A penny’s worth of poppy seeds will make a 
garden spot of the rural postal station. 

The public are going to be responsive to 
this “poppy” idea, but, like all good things, 
it must be given a running start by some 
energetic merchant if it is to spread quickly. 
Most of the seeds sold in the United States 
are sold by hardware stores. Nearly every 
hardware man in the small towns and many 
of the city dealers sell seeds. 

Center your campaign this year around the 
Shirley poppy. 
shoot in a bunch by express. 

Advertise your seeds in the local papers. 

Get that whole souled editor of yours back 
of this plan. He will be glad to help you 
push it across. 


If you have none in stock 


People like to be urged to do 











back to Flanders fields 
good acts. Folks are proud of fellows who 
prod their patriotism. 
are glad of the chance to show their appre- 
ciation of what the boys in khaki have done. 
Your editor is a student of human nature. 
He knows all this, and his heart will join 


Most men and women 


yours in an effort to beautify your country- 
side in memory of the boys who paid in full. 

Spend more money for advertising your 
seeds this vear than ever before. Get a com 
plete list of the boys in your community who 
gave their lives in the great struggle. Men- 
tion them proudly and reverently in your 
popps Mention the 
Review your local war record and urge people 


campaign. wounded. 
to commemorate these things in poppies. 

Trim your windows. The white cross 
among the shell holes, flowers, packages of 
seeds, war trophies. Say, the lad who looks 
out for your windows will couple up to this 
idea and tell the story of poppies. Encour 
age his effort. 

You might even hang up a prize for the 
most beautifully flowered farm within ten 
miles of your store. Just figure the returns 
as you take your car and visit every farm 
where poppies bloom this year. Your praise 
will be a prize in itself and you will establish 


“Over There” the poppies honor the memory of our boys 
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Jven the mule barn of a great farming 


thorough man-to-man, heart-to-heart contact. 

You might offer a prize for the best flower 
garden at a group of mail boxes, or one for 
the most beautiful poppy bed in town. This 
idea is big enough for the Rotary Club, the 
Chamber of Commerce, the Ad Club or the 
Red Cross. Get these people to working with 
you. Make a price on poppy seeds that will 
be irresistible. There will be profit enough 
in the other seeds, but put this “duty” cam- 
paign across. 

Get your boys so full of this poppy idea 
that they will talk it night and day. Good, 
wholesome enthusiasm on any one seed will 
quickly impart itself to other seeds. 

This is going to be a great year for the 
farmer. He has already had three great 











corporation can be “framed” with poppies 


years. He isn’t in it on the income tax, but 
he will be in on the poppy planting if he is 
what he ought to be. 

Stock poppies, advertise poppies, talk 
poppies, put your windows to work on 
poppies. 

Get your local societies back of the poppy 
planting and your community will blossom 
thanks to you from a thousand farms on a 
hundred roadsides. 

Prompt action is essential. If this idea 
marks time for thirty days it will be a dead 
issue. 

If the hardware merchants of the United 
States go out after it this week it will be a 
marked success—a beautiful tribute. 

Plant poppies. 


Poppies should line every turn-pike in memory of the boys who died for democracy 
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A few dollars will line the country road with miles of living appreciation of the boys who 
died in war’s harness 


There has been so much sadness, so much 
suffering, so many hardships during the 
great war that the returning soldiers need 
cheerfulness as much as they need anything. 
It is no small task for these men to readjust 
themselves, to take up the thread of life and 


weave the fabrics that brighten the future. 
Flowers through the entire country will help 
a lot. 

They will penetrate hearts where words 
might fail. They will speak in a language 


the boys will understand. They will say: 


A pinch of poppy seeds will hide the base of a silo 
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“We were planted to express the happiness seeds where they can best preach their wel- {| 
that prevails because of your return. We come little sermons of sunshine to the big- J) 
are emblems of gratitude. The heart of your gest possible audiences. | 
own countrymen has planted us, the hands The man who has driven to town along a | 
of those who love you have cared for us, and fragrant highway lined with beautiful flow- 
the good God that gave us air and warmth ©FS in a different frame of mind from that 
of the fellow who pulls i Ya blisteri 
and light and moisture has given abundantly ‘ ; : vn under : listering 
ae sun with nothing but dust in his nostrils. 
because your sacrifices are known and un- eae ; : 
' ” And if this year he comes for the first time | 
erstood, : . | 
: ” over the highway of beauty you can bet your |} 
rhe drab, dread, dead monotony of some — sweet life he is going to hit straight for your 
farming districts needs brightening up. store to say “thanks” in his own way. 
Nature does all it can to make the country Poppies—a public duty and a private privi- 
beautiful, but nature doesn’t plant poppy lege. Get behind the idea to-day. 
~~ . a Y | 
Bis Boost for Catalogue Houses 
| 
° ~ r¥y. Y . 7 . . | 
Action of Federal Trade Commission A gainst Saddlery and Harness Industry} | 
9 . . . . . 
and Dealers’ Associations a Big Victory for Mail Order Concerns 
By W. L. CROUNSE | 
] 
| 
WASHINGTON, D. C., March 17, 1919. and distribution of harness, saddlery and accesso |L__ 
TFYNHE Federal Trade Commission has issued an Ties throughout the United States. 
| edict against the leading trade associations wi nae y ' y N faetu 
in the saddlery and harness industry that will tat Association Members Must Not Do of sa 
make organized business in every line sit up and Te commission’s order follows: sale 
take notice. The commission has gone a long ways what 
in certain directions in the past, but it has never PARAGRAPH ONE: Now, THEREFORE, IT |: ness. 
before undertaken to exercise the powers conferred ORDERED THAT, The Wholesale Saddlery Associatii 7. 
upon it by the Clayton law and the act creating the of the United States, its officers, committees anif ture) 
commission in so broad and comprehensive a man members, forever cease and desist from, directly} retai 
ner as in the present case, in which, according to — or indirectly, allow 
experienced lawyers here, it has even overstepped 1. Conspiring and combinin.,, among themselvef favo 


the bounds prescribed by the United States Supreme — to induce, coerce and compel manufacturers of sad} ture 
Court in decisions holding that manufacturers may dlery accessories to refuse to recognize certain non — who 
choose their customers and cannot be compelled too member competitors of the members of said ass 


] 


ell to either jobbers or retailers whose trade they ciation as being so-called legitimate jobbers or 


do not want. wholesalers, and to refuse to sell them as such | PA 
Officials of the commmission defend this depar- interstate commerce. lhe 
ture on the ground that, as they read the court’s 2. Continuing or establishing any and all tests] Stat 


decisions, many things may be legally done by the or standards of what constitutes a so-called legit ciatir 
individual manufacturer which are contrary to law mate jobbing or wholesale business, whether based mitt 
when done as the result of conspiracy of a number upon eligibility to membership or actual member  affili: 


of manufacturers to injure or restrict the oper- ship in said association, the amount of busines direc 
ations of rivals. Of course, the question is simply done, the stock carried or the proportion of bus! l. 
as to where the deadline may be drawn with pro ness which is wholesale. them 
priety, and until this has been determined by a 3. Compiling, censoring and distributing list— mani 
clean-cut. test case the commission will probably containing or purporting to contain all the so-callef jobb 
pursue its radical course without check. legitimate jobbers based upon any of the aforesailg bers’ 
rw aa tests or standards of what constitutes a legitimate} doin, 

Enjoined from Restraining Trade , . ali. 

jobbing business. affili: 

To action of the commission, which affects the 4. Giving verbal and written notices to manuta Z, 
entire saddlery and harness industry, is em turers of saddlery accessories that certain ind: — comr 
braced in an order naming 159 officers and members viduals and concerns not conforming to any of t effec 
of the Wholesale Saddlery Association and 20 asso aforesaid tests or standards are thereby not entiti sory 
ciated retail harness associations of the National to recognition as so-called legitimate jobbers. mate 
Harness Manufacturers’ Association of the United 5. Reporting to or circulating among the me! at je 
States, directed the parties “forever to cease and — bers of said association the names of accessory mat f cern 
desist” from combination or conspiracy in restraint  ufacturers who are not in harmony with the po close 
of open and free competition in the interstate sale of said association or’ who do not accept the Whi PA 
of saddlery and accessories. The commission sale Saddlery Association’s tests of standard THA’ 
found that monopolistic practices and policies had what constitutes a so-called legitimate jobbing bus — Clati 
worked to the exclusion of competitor jobbers, deal ness. tees 
ers, and mail-order houses not recognized by the 6. Withdrawing, withholding, threatening °§ 4S8soc 
two organizations as “legitimate” dealers, and had withdraw or withhold, or urging the withdra¥ or in 


operated to restrict the free and unhampered sale and withholding of patronage from accessory ma! 1. 
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| What Do These Findings Mean to 


Other Associations ? 


business done, the stock carried or the proportion of business which is wholesale. 


2—Compiling, censoring, and distributing lists containing or purporting to 


Members of this wholesale association are ordered to cease 


Continuing or establishing any and all tests or standards of what consti- 
| tutes a so-called legitimate jobbing or wholesale business. whether based upon 


eligibility to membership or actual membership in said association, the amount of 


contain all the so-called legitimate jobbers based upon any of the aforesaid tests 


or standards of what constitutes a legitimate jobbing business. 


Giving verbal and written notices to manufacturers of saddlery acces- 


sories that certain individuals and concerns not conforming to any of the afore- 


said tests or standards are thereby not entitled to recognition as co-called leeiti- 


mate jobbers. 


~~ 
| 
| 
| 
| 


I Members of a retail association are ordered to cease 


1 Inducing members of The Wholesale Saddlery Association of the United 


States to use their influence with accessory manufacturers not to sell to mail order 


houses or other competitors of retail harness manufacturers. 








facturers who are not in harmony with the policy 
of said association or who do not accept the Whole 
sale Saddlery Association’s tests or standards of 
what constitutes a so-called legitimate jobbing busi 
ness 

7. Inducing and compelling accessor 
turers to refuse to make shipments direct. to 
retailer on the jobber’s order or to refuse 
allowance on such shipments. it and 
favoring with their patronage accessors 
who do such direct shipments 01 
who do not make freight allowance therefor. 


manulac 
the 
freight 
made, from 
manutac 
make 


turers not 


Allegations of Conspiracy 


IS FURTHER ORDERED THAT, 
Association of the United 


PARAGRAPH Two: [1 
The Wholesale Saddlery 


States and National Harness Manufacturers’ Asso 
ciation of the United State their officers, com 
mittees and the members of their subsidiary or 


affiliated associations, forever cease and desist from, 
directly or indirectly, 

1. Conspiring or combining 
themselves to induce, coerce and compel accessory 
legitimate 


between or among 
manufacturers to refuse to 
jobbers entitled to buy 
bers’ terms, 


recognize as 
from manufacturers at job 
prices and individual 
doing or endeavoring to do a combined or closely 
affliated wholesale and retail busine 
2. Carrying on between and among them 
‘communications having the purpose, tendency 
effect of inducing, coercing and compelling acce 


and concern 


elve 


and 


sory manufacturers to refuse to recognize as lepiti 
mate jobbers entitled to buy from manufacture) 
at jobbers’ prices and terms, individuals and con 


cerns doing or endeavoring to do a combined or 
Closely affiliated wholesale and retail busine 
PARAGRAPH THREE: Ir IS FURTHER ORDERED 


THAT, The National Harness Manufacturers’ Asso 
the United States, its officers, commit 
tees and the members of its subsidiary or affiliated 
associations, forever cease and desist from, directly 
or indirectly, 

l. Conspiring or combining among themselves to 


Clation of 


7 


induce, coerce and compel manufacturers and jol 
bers to refuse to sell any of the « ompetitors of retail 
harness manufacturer 

y 2 Using iit cher or cle ce vi tsoever, 
whereby the active members! Ip of iid respondent 
association, consisting of tillers, concertedly tavor 
with or confine their patronage to manufacturer 
and jobbers who comprise the associate member 
ship of said respondent, or who do not compete wit 


said active membership or sell t 


thereot 


a Ing or continuiny an tem ot redential 
or other indication of manuf turers’ and jobber 
sales polis with regard to certain competitors and 
consumers, and from encouraging and urging re 
tailers to confine their patronage to or { or witl 
their patronage, manufacturers and’ jobbet he 
ales policy is in harmony with the said dent 
association’ requirement i et oul rote 
mission’s findings of fact 

1. Inducing members of The Wholesal dadlet 
Association of the United States to use their lu 
ence with accessory manufacture? not to sell t 
mail-order houses or other competitor 0 reta 
harne manufacturer 

Activity of Mail Order Houses 
— of the milk in this rather extraordinat 
WY cocoanut is disclosed by the concluding para 
graph of the commission’s ordet If the files ¢ 
the commission were public it would be ea t 


trate the most active torce 


have brought about the i 
the 


demon that among 


uance of this order have 
the 


right to buy any manu 


entative of 
the 


heen big ma 
house 
facturer’ 
their int 
throat b 


To the ay erage 


repre 


who insist upon 
merchandise 


though admitting 
on to | 


ent eut the aforesaid manutacturer 
lashing prices to 
retail merchant this case wil ner 
a new light upon the functions of the Federal Trade 
as an ally of the catalog concerns in 


figrht to ol tain 


mall merchant out of busir 


Commission 
the latter’ 
to drive the 


merchandise with which 












Letters of a Sales Manager to His Men 
XI—A Personal Message to You 


This is the eleventh of a series of sales letters which, though intended primarily for traveling men, will be of 
interest to every member of the trade. They were written by the sales manager of a great hardware jobbing 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters are 
really short editorials which prefaced actual merchandise instruction. The author has consented to their pub. 
lication at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the year 


OU and I are at the beginning of a new business year. What this year is bringing to us— 
to you and to me—is largely dependent upon ourselves. 
I look forward to the coming year with a certain knowledge that in it I will find new 
and greater opportunities for service, than I have ever had before. 

The call which you and I hear to-day—if we but listen, is ‘‘Up and at ’em.”’ 

The day for action has come. Let’s not waste and idle away our time on has-beens, nor 
should we allow our optimism to so blind our judgment that sober council bid us not to “prepare”, 

‘Prepare’ then to exceed the prosperity you enjoyed in 1918. 

Why should we acclaim 1918 to be the high water mark? True, it was a grand and good 
year of business—but see how our energies have been unleashed by the ending of the war? 

Lines of goods that we could look at only in a longing, hopeful way, are now our lines to 
sell. 

The restrictions on business have all been removed and we can give full speed to our ener. 
gies and sales ability. 

Any retrenchment upon the part of buyers will be only temporary. The flood-gates of 
farmers’ demands will soon be opened upon these merchants and before many moons, they will 
be crying to you and to me to save them from a situation they will find themselves in, where 
they will have more business than they can take care of and will have call for goods they do 
not have in stock because of their conservativeness. 

Now opens before them—before you—before me—before every business and workingman 
in America, the greatest business opportunities the world has ever presented to mankind. 

This is no idle dream. It only needs time to prove that these prophecies are founded on 
facts. 

Here are four big fields for your expansion: 

Ist. There are the new firms who will be going into business, as men see these new business 
opportunities. 

2nd. There is the selling of all those lines of goods that could not be obtained during the war. 

3rd. There are those merchants who have been disappointed in the service they have received 
from the jobbers they have been doing business with, and want to make a change. 

Those merchants will be doubly appreciative of the kind of service we give. 
ith. There is that town on your territory, that you have not been making because you thought 

you did not have time. Resolve now that you need the extra amount of sales to be ob- 

tained there and that you are going to make that town regularly in 1919. 

This is your chance: 

This is your great commercial opportunity unfolding before you, right now! 

The business woods will be full of game in 1919 and the more of it you land in the early part 
of the year, the better prepared you will be for the closing months. 

Get your name on that new business right away. 

Make your service to the merchant a part of his life. 

Put on an intensive drive for new business. 

If you have neglected the Refrigerator line, play square with it in 1919. 

If you owe a lot of calls to the garage man—make those belated calls early in 1919. 

There is only one way to make a drive for business. Drive so as to get it: All other kinds 
are not for you. 

Perhaps you worried in 1918 because your competitor got the business. 

Well—He'll not get it this year, because you are going to get it. 

Build up the numerical strength of your customers, for that’s the best insurance of your 
continued properity in the months to come. 

So—go get those new customers while your competitors are lacing their shoes. 

Then when “old-man-late-in-the-morning” gets around, you'll be there with your order book 
in hand—“‘being served first.’”’ The cream of this new business will all be yours by right of con- 
quest. You saw this new business first, and you nailed it to your banner. 

It’s yours ‘‘for keeps."’ 
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The Chase of the Silver Buck | 


Observations and Reflections 
from the Career of a Com- 
mercial Adjuster 


Part VII 


Sold!—The Customer or the Firm? 
and 


The Credit Man—Original Missourian 


By EUGENE Jos. MEYER 


An observing employer can always spot a 

“sleeper.”” He knows best whether his pay- 
roll is represented by pensioners or purveyors 
workers or drones—consumers or producers—and 
should promptly weed out his sales force accord 
ingly. 

The important part played by the sales force In 
the success of either a country shop or its city 
cousin cannot be overestimated. I have seen in a 
country store bright, snappy clerks, who possessed 
every quality necessary to handle a sale both intelii- 
gently and successfully. I also regularly encounter 
clerks in large city establishments who are mis- 
takenly carried on the roster of the “time depart- 
ment” as salesladies or salesmen. The stupid inex 
cusable blindness of some merchants in this re- 
spect is monumental. In recent years the cardinal 
principles involved in the creation of an efficient 
salesforce have been recognized, and as a result 
much has been said and written about “scientific 
salesmanship” as applied to the clerical force behind 
the retail counter. 

At one time, wishing to purchase a mechanical 
toy which I had seen in the place a short time be- 
fore, I went to the store in question. The neat lit- 
tle lady in charge of the counter, who, by the way, 
used faultless grammar, was not a blonde, and 
showed no evidence of gum-mania, advised me that 
there were no more engines in stock. 

Now as I approached the counter I had noticed on 
a shelf in back of the saleslady several boxes bear- 
ing in letters at least one inch high the words, “Me 
chanical engines.”’ \Wishing to see how far the sales- 
lady would get in vindicating her title, I insisted 
that I was quite positive the department carried the 
article, as I had seen them on exhibition the week 
before. Not once looking at the tier of shelves back 
of her she assured me in a most positive tone that I 
must be mistaken, as she had sold no engines and 
there were none in stock at the present time. When 
I pointed to the shelf behind her she glanced over 
her shoulder, and had the grace to blush, but she 
evidently regretted her temporary embarrassment, 
for she slammed the package down on the counter 
and glared at me most defiantly. 


A N industrious clerk usually possesses ability. 


Customer Forced to Make the Sale 


* dpunageed humorous—if the firm could afford to 
pay the price. Dividend producer for her em- 
ployer? Hardly. She did not know, and apparent- 
ly had never been instructed regarding the first es- 
sential of successful salesmanship; she did not know 


¢ 
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“The neat nor did she 


little 


show evidence of gum mania, but” 


lady was not a blonde 


her stock—and the customer had been obliged to 
make the sale. The responsibility for this inef- 
ficiency lay, in a graduated decreasing degree, with 
the owner—executive manager—superintendent 
department head—saleslady. 

Penny wise and pound foolish merchants!  Ulti 
mate efficiency in the office—with the actual, visible 
cash taken in. Why not equal efficiency on the 
“floor’’—with the great buying public’s purse con 
stantly in sight and touch! Lots of never-ending 
room for improvement. Start now, and keep eter 
nally at it. 

You often solicit your prospective customer 
through expensive advertisements. \\hy not 
cate your entire salesforce to represent you intelli 
gently and efficiently ; not merely to act as a “feeder” 
in assisting a customer to make a sale—to himself. 

Your fish are constantly nibbling at the bait 
credit to you if you fail to land them. 


edu- 


less 


The Credit Man 
FE VERY wholesale house that you owe is interested 
4 in your clerks; not interested in them as “Eliza 
beth Schmidt” or “Billy Lancastire,” but as poten- 
tial factors which help to make for the success of 
the business. Your creditors are interested in your 
employees indirectly, but none the less vitally. The 
credit department is interested in the way in which 
you remit on the account; your clerks help you 
again indirectly, but definitely—to sign 
mittances. The credit department is 
vitally, in you as an individual, and in your busi 
ness as a concrete reflection of your individuality. 
great 


Original Missourian 


those re 
interested, 


It will possibly come as a surprise to a 
many retailers to learn that the modern successful 
credit department, in sending out an adjuster, ex 
pects upon his return a report which will embrace 
and answer practically all of the following ques- 
tions: 
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(A) Antecedents 

1. Prior business? 

2. If owner, under 
tinued? 

3. Ever had a fire loss; if so, was insurance con- 
tested? 

4. Ever failed or made a compromise settlement? 

5. Age of individual or partners? 

6. Number of people dependent on store for sup- 
port? 


what circumstances discon 


(B) Investigation 


7. Name of party or parties interviewed? 

8. What is opinion of merchant held by local 
banks? 

9. If copartnership, give full names of partners. 

10. If corporation, under what State laws incor- 
porated ? 

11. Names of officers? 

12. Names of directors? 

13. When was business started 
original investment? 

14. Size of store and whether in good location ? 

15. What is physical appearance of customer's 
store? 

16. Is stock displayed to advantage? 

17. Is stock cleanly and neatly arranged? 

18. Number of clerks employed and their ap- 
parent ability? 

19. Does merchant evidence business ability? 

20. Detailed remarks relative to personal appear- 
ance and reputation of individual or partners form 
ing the firm? 

21. Do members of firm own automobiles? 

22. Have any claims been placed in hands of local 
attorneys? 

23. Ever had a fire in present business? 
give details. Was insurance contested? 

24. Population of town? 

25. Prominent local factories or industries from 
which trade may be expected? 

26. General local trade conditions? 

27. Local competitors? Number and strength? 


and what was 


If so, 


(C) Financial Statement 
28. Financial statement secured? If so, attach to 
report. 


29. Detailed remarks in reference to financial 


statement submitted. 

30. Remarks in re value of real estate claimed. 

31. What amount of insurance is carried on stock 
and building (if owned) ? 

32. Were court house records examined? If so, 
with what resulis ? 

33. Remarks in re party in whose name real estate 
is listed. 

34. What mortgages, if any, on stock? 
and date recorded. 

35. What mortgages, if any, on real estate? De- 
tails. 

36. Were names of principal creditors secured? 
If so, attach to report. 

37. What percentage of profit is made? 

38. Give unprejudiced estimate of value of stock 
in sight. 

39. Give estimated value of fixtures. 
insurance on same? 

10. Estimated value of book accounts? 

41. Estimated value of total assets? 

42. Estimate of total liabilities? 

43. While interviewing merchant how much busi 
ness entered the store? 

44. Daily receipts claimed, or estimated? 

45. Daily expenses claimed or estimated? 


Details 


Amount of 


Hardware Age 


(A) Settlement 
46. Outline fully the settlement as made. 
(5) Summary 
47. Summarize the entire situation as presented 
and give personal opinion regarding ultimate suc 
cess or failure. 


“Perfumed Pole-cats” 


* Sartadmggee surprising isn’t it? Also rather amus 
ing—at times. One Missouri merchant, who had 
answered each succeeding question with growing 
astonishment and incredulity, finally exploded. 

“Perfumed polecats!” he yelled. “The feller that 
got up that there list forgot somethin’, didn’t he?” 

Tobacco juice broadside at closed stove door. 

“He don’t say whether my young un’s work pants 
is patched with darning cotton or sheet iron!” 

I really did not blame him. The foregoing list, 
however, is a true sample of what the credit man of 
to-day, wisely interested in “constructive collection 
methods,” as opposed to “destructive collection 
methods,” desires in the way of a report from the 
special adjuster. Do not think that the natural de 
sire for authentic information is merely unwar 
ranted inquisitiveness on the part of a credit man 
ager. If you do, you were never more mistaken in 
your life. “Complete information” is simply part 
and parcel of the idea of “intelligent and co-opera 
tive methods,” plus the extension of credit upon a 
practical and economic basis. 

Credit men have begun to realize that in placing 
every slow account in the hands of local attorneys 
they were, in nearly every instance, sounding the 
knell of future business relations. Therefore the 
special adjuster and his complete report, which 
gives you every just due and is of decided value to 
a client. . 

The credit man wants to O. K. your future order 
if you are entitled to such consideration. He values 
your trade and good will—providing your trade and 
good will are valuable. His house only wants what 
they, as your merchandise bankers, are fairly en- 
titled to—the essential truth—Co-operation is a 
forty-mule team! 

Just a little kindness, 

When it is deserved; 

Just a little common sense— 

And accounts preserved. 

Just a touch of straight talk, 

When it is most needed, 

A merchant saved 

Adjustment made, 

CONSTRUCTIVE METHODS HEEDED! 

The Jobber a Real Aid 
O Mesapetee is usually a reason for all things, and a 
merchant receiving a request for information 

from a present or prospective creditor should real’ 
ize the necessity of the inquiry. I have heard mer 
chants condemn credit men, in no uncertain tones, 
for seeking that information which, from the job 
ber’s standpoint, is not only helpful, but absolutel 
essential to intelligently pass upon a new account 01 
a future order. Some retailers hold the opinion 
largely indulged in by merchants who have giver 
the matter no sincere thought—that the jobber is a 
fat-jowled octopus, who is storing away oodles and 
oodles of hard cash through the enormous profit 
on his goods and the constantly increasing numbe: 
of his customers. 

The merchant who passes hasty, snap judgment 
of this sort does not stop to think of the heavy in 
vestment the jobber has tied up in the busines 
He does not stop to reason that long or unusuall: 
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large profits would surely create a swarm of com- 
petitors, who, in their natural desire to secure a 
share of the juicy spoils, would undersell jobber 
number one and so bring down his price. Economic 
law is automatic and asserts itself whenever the op- 
portunity offers. 

The jobber places annually an immense volume of 
“future” contracts; he must be prepared to ship 
when your order arrives. His large “future” orders 
mean that ready cash must be available, as cash 
discounts must be taken advantage of. The jobber 
who indulges too freely in his role of merchandise 
banker is often forced to go to his own bank and 
borrow—at interest—large sums of “prompt” 
money. It takes brains and capital to successfully 
operate a wholesale establishment, and it takes the 
same hard-headed commonsense and the same hard 
cash to make a racket store win out. The smaller 
your starting capital the more it should mean to 
you. 

Moral: Commune with thyself! 


“Strictly Business’’ 


New Economic Forces and the Dealer 


VI—Customer Service 


By HoRACE HOLLEY 


OST discussions on economics, I feel, err seri- 

ously in that they refer to conditions already 
displaced. By the time that the need for the dis- 
cussion is strong enough to produce action, and the 
necessary facts are brought together, an entirely 
different situation has usually ‘developed. 

Like the harbor observed through a telescope by 
a man on the rear deck of an outgoing steamer, 
economics often deals with real facts—but facts we 
are leaving behind. 

The more informal discussion has its limitations, 
but it at least deals with facts and tendencies still 
among the living. 

Moreover the formal text makes up facts after 
they are ‘“‘set”—after they have become too hard to 
change. Such facts take on altogether too readily 
the aspect of “laws.’”’ Thus the chief reason why 
economics has failed to help us is because it wears 
the unsympathetic countenance, the ‘“mother-in 
law” expression, of the tiresome duty. 

For better or for worse, I prefer the attitude that 
economics should reveal the possibilities of a situa- 
tion rather than its limitations. 
a privilege and not as a duty. 


It should come as 
Its truth should be 





“Neither the co-operative nor 
manufacturer’s store has so sound 
an economic basis as the inde- 
pendent store, if and when the 
independent store functions less 
from its traditions and more from 
its opportunity.” 


Holley. 
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with darning cotton or 
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the greater truth of inspiration rather than the 
lesser truth of figures. 

In taking up the subject of customer service, for 
example, let us realize that economically, as well as 
practically, the dealer’s art in distribution has be- 
come a distinct function. As such it cannot be rele- 
gated to a subordinate relationship with either pro- 
duction or consumption. The dealer distributes 
stocks he has neither produced nor will consume 
nevertheless the good dealer adds a new and indis 
pensable quality to the stocks he handles. This 
quality is essential both to effective production and 
to right consumption, yet could not derive from 
either the producer or the consumer himself. It is 
the contribution of the dealer’s professional experi 
ence as elaborated by his personal abilities. 

And there is no one word that exactly expresses 
this contribution. It is informative in nature, yet 
includes elements not supplied by ordinary in- 
formation. It presupposes a power of diagnosis 
an adaptabilits which 
in the case of a first rate independent dealer brings 


to ever-varying conditions 


out the professional aspect of the occupation at its 
best. 

I stress “independent” because the best customer 
service cannot be developed when dealers are con 
trolled by either producers or consumers. 

This point should be emphasized by every dealer 
who desires to raise his own 
status to its most favorable level. 

And the fact remains true whether the producers 
or the consumers are actuated by 
self-interest alone. 


economic and social 


fair motives or 


By raising up an independent interest between 


production and consumption, modern society has 
forever the gates that led to the economic 
jungle of the past. And the real value of this 
est has yet to be established. 

Neither the nor manufacturer’s 
store has so sound an economic basis as the inde- 
pendent store, if and when the independent store 
functions less from its traditions and more from its 
opportunity. 


closed 


inter 


co-operat ive 








Service and Co-operation Sell Paint 


How Thorough Merchandising Methods Have Brought Increased 
Paint and Varnish Sales to ‘“Warner’s’’ During the 
Past Two ‘‘Supposed-to-be’’ Lean Years 


By FRED L. SMITH 


NE of the big factors for success in the big, 
() bright Warner hardware store in Minne- 

apolis is the paint department. Successful 
paint departments aren’t like Topsy of Uncle Tom’s 
Cabin fame—they don’t “just grow.” When it was 
decided several years ago to add a paint line to 
the rapidly growing departments, exhaustive study 
of paint products and methods of selling them 
resulted in the establishment of certain policies 
and principles which have been adhered to strictly. 
Some of these I will describe here. They have 
resulted in steadily increasing business in the 
Warner paint department, and possibly they will 
help some other hardware men make more money 
out of paints and varnishes. 

Some people argue that a paint department can 
be put anywhere in a whether basement, 
second floor or any out-of-the-way corner. War- 
ner’s take no chances about it. They put their 
paints on the main floor where they are promi- 
nently displayed, so that though the department 
is at the rear of the store no one can miss it. It 
is in plain view from either of two broad aisles, 
which lead directly to the brush cases fronting the 
department. Selling stocks of paints, varnishes, 
enamels, sand paper, emery cloth and polishes are 
carried in three tiers of shelving, where the aisles 
keep the salesman always in view of the customer. 

A battery of modern tanks and pumps stores the 
oils, shellacs and turpentine entirely out of the 
way in the basement, but instantly accessible 
from the main floor. This the Warner 
paint department as clean and inviting to a woman 
customer as a well-kept jewelry store. 

Quality is one of the main standards of War 
ner’s, and quality plus aggressive sales campaigns, 
plus attractive show windows and advertising, 
each year invariably brings gratifying results in 
increased sales. Warner’s able to draw constantly 
and often from the local branch warehouse of the 
manufacturer, thus keeping down the investment 
in steck and incidentally increasing the turnover. 
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leaves 
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The energetic and careful manager of the depart- 
ment keeps a watchful eye on old goods and keeps 
them moving. 

Leon Warner’s policy has always been to get 
young men as employees and to keep them in- 
terested and progressing. This has worked out 
ideally with his paint men. Ed. Ahern, the de- 
partment manager, knows the game from start to 
finish and can tell the customer just what he needs 
for any piece of work and how to apply it. His 
customers have confidence in his judgment, as 
they know the reputation of Warner’s for service 
and reliability. Roy Nelson, who has but just 
returned from overseas service for Uncle Sam, 
has dropped back into his place as though a year 
away from it helping lick the Hun were a mere 
incident. Mr. Ahern got his first “smell of paint” 
in the service of a paint manufacturer, while Roy 
is purely a local product of Warner’s store, and 
he is proud of. it. 


Working the Windows Overtime 


As in 1916 timely paint advertising was done 
with such good results that it has been con- 
tinued every year since. “Watch Warner’s Win- 
dows” has become a habit with the people who 
pass the store and for three months every spring 
there is a story and a suggestion of paint right 
there to be seen, with a new chapter every week. 
Starting with inside finishes around the first of 
March, when weather does not favor outside paint- 
ing, the campaign in the windows and store is 
carried right through the season until warm 
weather. Garden pests are not forgotten and the 
members of the local Garden Club are reminded at 
the right time that Warner’s paint department is 
the place to get insecticides. 

The past two years have been “slim pickin’s”’ in 
many paint stores. Not so with Warner’s paint 
department, as each year has seen an increase in 
Local factories have used greater quanti 
ties of paint materials than ever before, and while 
the house painting has been at a low point, the 
average householder has done his own refinishing 
and decorating. Close and careful attention has 
been given this class of trade with mighty grati- 
fying results, and Warner’s has many customers 
who swear by their judgment along paint lines. 
Both Warner’s paint experts have the very neces- 
sary quality of imagination, which enables them 
to visualize their customer’s needs in every situ 
ation. A few well-placed, tactful questions usu 
ally puts them in position to give the customer 
just the necessary amount and kind of goods for 
the job. Sandpaper, brushes, turpentine and 
other things are suggested and added to the sale 
naturally and easily. 

Warner’s has a number of men out all the time, 
both on shop trade and residence work for 
builders’ hardware, Co-operation here, too, is the 
word, for these men are able to turn over many 
prospects to the paint department, or to make the 


sales. 
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Note how color cards, brushes and paint paddles are 


When a man starts to build he 
and it is surpris ng 
house de 


sales themselves. 
starts to use paint materials, 
how much and how constantly a 
mand along these lines. 


can 


Every Customer a “House Job” Prospect 


HE average home owner takes pride in keeping 

his house right up to standard. This means 
screen paint every other year and floor finishes 
and paints for kitchen and bathroom. Suggest 
white paint to him for his basement and see how 
interested he is at once. Ten to one he will carry 
some away sooner or later, together with neces 
sary brushes, for that very purpose. The appa 
rently small sale is not ignored or slighted in any 


way. Here again imagination makes the boys see 


“When You Clean Up Why Not Paint Up?” 


This paint and varnish window of the Zettler Hardware Company, Columbus, 
“Paint Up and It’s Basy to Keep Cleaned Up” 


indirectly pre aches au orld of wisdom 


» displayed in this model “Warner” 


paint department 


a possible “house job” in every customer, and care 
is used that the man getting three sheets of sand 
paper is served as cheerfully as the one ordering 
a complete bill of paints. 
a word that has been very much over 
worked the past few With Warner’s paint 
department it isn’t just a word—it’s a habit. 
Nothing hurts the feelings of the Warner paint 
men much to fail in serving a customer 
promptly and carefully. The six 
gets just as cheerful and thorough care as the one 
who comes at three. These thing the 
of the success of Warner’s paint department 
knowledge of the 
through the 


Service is 
years. 
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o'clock customer 
are secret 
ery 
ice, co-operation, and thorough 
line, coupled with advertising 
newspapers and real show windows. 


good 
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Will You Help the Government? 


Communications 
should be addressed to the chairman of the committee, 
G. B. Roorbach, Room 714, Munsey Building, Wash- 
ington, D. C. 


Classifications of Merchandise, Ma- 
chinery, and Materials for [Import and 
Export Statistics are Being Revised— 
Mr. Roorbach Wants Suggestions 


HE war as well as the growth of our foreign trade 
has made evident the need of more detailed and 
better arranged statistics of imports and exports 

both from the point of view of the Government and of 
private business men. In accordance with this purpose 
a new classification of commerce commodities is now 
being made by a committee composed of representatives 
from the Bureau of Foreign and Domestic Commerce, 
the Census of Manufacturers, the Treasury, the Ship- 
ping Board, the Tariff Commission and the War Trade 
Board. This committee is making every effort to work 
out a classification that’ will enhance the value of the 
statistics and to give as much detail as is possible 
under the practical limitations of publications. To this 
end the advice of the trade is being sought. in order to 
insure a practical and serviceable list of commodities 
to be reported in the monthly and annual summaries of 
our foreign trade, as issued by the Department of Com- 
merce. 

Although the classification is made primarily for sta 
tistics of imports and exports, it is expected that it 
may be used in other statistical studies, such as the 
statistics of domestic production, as made by the Cen- 
sus of Manufactures. The same classification will be 
used for both imports and exports, although there is 
provision under the scheme for showing details of im 
ports separately where there is no need of going into 
the detail for exports, as, for example, in the case of 
certain tariff provisions 

The proposed classification is based upon decimal 
system which should greatly facilitate the collection 
and tabulation of the statistics by the use of mechanical 
tabulating machines, and also give elasticity to the 


a 


classification, allowing additions for eliminations of 
items as trade conditions change. 
In order to show the general scheme of the whole 


classification the 10 main groups and some of the sub- 


divisions, including hardware, are given below. 
Advantages of Decimal System 


jane subdivision in the classification is carried to five 
figures. Individual commodities may either be 
listed in a “four figure” class or in a “five figure” 
class, depending on their relative importance, or as to 
whether the item is wanted only for our import trade 
returns. Space is provided in the classification so that 
commodities can be transferred from the five to the 
four figure classification or vice versa, as trade war- 
rants, without interfering with the comparability of 
the statistics from year to year. A commodity given a 
“five figure” classification will appear only in the table 
of “Imports for Consumption” as published by the 
3ureau of Foreign and Domestic Commerce. The de 
tails for the “five figure” headings will not he asked fon 
exports. The “four figure” items will be given for im 
ports as well as for exports, except where the imports 
are insignificant. 

The detailed classification here given is strictly pro 
visional and is published for the purpose of obtaining 
constructive criticisms and from the iron 
manufacturers, importers and exporters of 
Certain items may be omitted and others 
added It will, of course, be impossible to give spe 
cific mention to all items, but, by a wise grouping and 
by a selection of items that are of first importance in 
helping us to follow the trend of our trade it is hoped 
that the new classification may be made of real service 
to the trade. For this reason, individuals and firms are 
asked to constructively criticise the classification, both 
as to method of classifying and as to detail included 
under each heading. 

Any suggestions will be given careful consideration 


suggestions 
and steel 


the country. 
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and should be submitted at once. 


CLASSIFICATION OF COMMODITIES 
in Foreign Trade Statistics 


Main 


For Use 


Groupings 


0. Vegetable products, principally foods, and beverages 
1. Animal and animal products (except fibers). 

2. Fibers and textile products. 

3. Wood, wood products and paper. 

1. Plant products, other than foods, fibers and woods 


5. Non-metallic minerals and products. 


6. Ores, metals and metal manufactures. 
60. Iron and steel ores and crude or semi-crude forms. 
61. Iron and steel, manufactures of, except machinery and 
vehicles. 
62. Manganese, chromium, vanadium, tungsten, molybde- 
num and other ferroalloys and their ores 
63. Aluminum, tin and antimony. 
64. Nickel, cobalt, bismuth and cadmium 
65. Lead and zine 
66. Copper. 
67. Brass and bronze and all other alloys of metals, n.e.s 
68. Precious metals and manufactures of, including jewelry 
69. Mercury and all other metals, n.e.s 
7. Machinery and vehicles, 
&. Chemicals and chemical products 
9. Miscellaneous. 


90. Toys, games, athletic and sporting goods 


91. Musical instruments, 

92. Photographie apparatus and supplies 

93. Optical instruments (other than photographic) and ac 
cessories 

$4. Professional, educational and scientific instruments and 


apparatus, n.e.s, 
95. Firearms and ammunition 
99. All other. 
Listings in Detail 


IGHT and heavy hardware enters into practically 
every section of the proposed listings, and so only 
a few examples, to show the method, can be reproduced 


here: 
604 Iron and steel; plates and sheets, skelp and strips 
black, galvanized or tinned 
6040 Tron and steel plates—black, galvanized or otherwise 
coated, 


60401 Crucible plate steel 
60402 Saw plates. 
60406 Galvanized plates 


60409 Boiler and other plate iron or steel 
8041 Tron and steel sheets—black or common 
60411 Plain. 


60412 Corrugated or crimped 
60413 Polished, planished or glanced 
6042 Galvanized iron or steel sheets, plain or corrugated 


6043 Tin plate, terne plate and taggers tin. 
(For manufactures of tin plate, see 617.) 
6044 Skelp 
6045 Cotton ties 
6049 Hoops, bands and strips of iron or steel, nie.s 
60491 Hoop, band or scroll iron or steel (including barrel 
hoops), black 
60492 Hoop, band or scroll iron or steel—galvanized or 
otherwise coated 
60493 Steel in strips and flat wires (not exceeding 5 in 
in width nor thicker than No. 15 wire gage (dress 
steels, corset steels, corset clasps) 
60494 Strips of iron or steel, black, n.s.p.f 
60495 Strips of iron or steel, galvanized, n.s.p.f 
6OS Wire and manufactures of 
6081 Barbed wire 
6082 Galvanized wire 
60821 For fencing 
6085 Wire, n.e.s 
60851 Round iron or steel, black 
G§0852 Baling 
60829 Galvanized, n.e.s 
60859 All wire, n.s.p.t 
6086 Wire fencing ralvanized 
HOST Wire rope and cables 
6089 Wire manufactures, n.e.s 
60891 Wire cloth and screen 
60892 Woven wire bed spring 
60893 Heddles or healds 
60894 Wire insulated with rubber, cottor sk or other 
fabric 
60897 All wire products, n.s.p.f 
609 Castings and forgings, n.e.s 
6091 Grey iron castings, n.e.s 
§092 Malleable iron castings, n.e 
6093 Steel castings, n.e.s 
(This includes hammer molds, gun barrel molds, die blocks 


or blanks, ete.) 


60931 Bessemer or open hearth, with alloy 


(Continued on page 91) 
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Pennsylvania Wholesalers Meet 


TS annual meeting of the Pennsylvania Wholesale 
Hardware & Supply Association was held at the 
Hotel Astor, New York City, 
trend and guarantee prices by manufacturers, the 
alarming growth of manufacturers in attempting to 
eliminate the middleman, the methods used in selecting 
and training help, terms and collections, and the ex- 
tension of lines to be carried were the subjects that 
came up for discussion. 

At noon a luncheon, at which prominent members 
of the trade outside of the organization were enter- 
tained, was held. The merchandising problems of the 
members of this association are identical in practically 
every firm, and co-operation that goes thoroughly into 
detail is most practical. 

The past year has marked a very satisfactory busi 
ness for the Pennsylvania wholesalers, although at the 
present time they report business as exceedingly dull. 
This is attributed to the maintenance of very high 
prices by the manufacturers, and these wholesalers as 
a unit believe that a normal resumption of business 
will come about only when prices are reduced suf 
ficiently to stimulate building and other development. 

The following officers were elected for the ensuing 
year: President, A. H. Herr, Mass & eae Lan- 
caster, Pa.; first vice-president, W. N. Eberhard, Hersh 
Sapdneme Co., Allentown, Pa.; second vice-president, 
H. N. Breese, Eastern Pennsylvania Hardware Co., 
Wilkes Barre, Pa.; treasurer, George D. Krause, 
Krause Hardware Company, Lebanon, Pa.; secretary, 
C. H. Brill, Herr & Company, Lancaster, Pa 


March 14. The price 


Brooklyn Dealers Elect 


| annual meeting and election of officers of the 
Brooklyn Hardware Dealers’ Association was held 
Thursday evening, March 13, at the Elks Club in 
Brooklyn. The association had as its guests E. H. 
Kennedy of the Hardware Dealers’ Magazine, Seymour 
Sears of the Tucker Tool Co., and Mr. Brennan and 
Mr. Flamman, counsel of the association. Mr. Sears 
spoke at some length concerning the successful selling 
of hardware. His address was highly instructive and 
extremely well received. After discussing various 
troubles which the hardware man will encounter during 
the reconstruction period, he advocated the proposition 
of having manufacturers that advertise specialties to 
always name the selling price and have that price based 
on the average selling prices that representative hard- 
ware men are getting for their goods, so that the 
public will have confidence in that price. He also advo- 
cated having a convention composed of manufacturers, 
jobbers and retailers so that a full knowledge of the 
various channels that goods pass through could be 
had from first hands. 

Mr. Kennedy described the great value that 
ciations in the hardware trade had in helping win the 


asso 


war. J. J. Snyder, who was recently elected president 
of the New York State Hardware Association, gave a 
résumé of the Buffalo convention and described the 


hardware exhibition held in that city. 


The following officers were elected to serve one year 


kK. P. Harris, president; H. W. L. Rohlfs, first vice 
president; F. Horn, second vice-president; R. Pearsall, 
ecretary; I. C. Krieger, treasurer 


McGraw Offices Moved 


N March 1 the executive and offices of 

The McGraw Tire & Rubber Company were tran 
ferred from East Palestine, Ohio, to Cleveland. The 
company’s new offices are located at 1900 Euclid Ave 
nue. A sales and service depot has also been estab 
lished at 1904 Euclid Avenue to serve local passenger 
car and motor truck tire customers. The McGraw Tire 
& Rubber Company was established in 1909, and from a 
modest beginning has grown into one of the largest 
manufacturers of tires in the United States 


general 
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Don’t let “Pill” sit alone in his boa 
ASSES are privileges that come to but few people, 


and when they do register they generally come with 
strings attached. 

Most business men have accepted free boxes to public 

meetings where headliners were to appear only to find 


that their voluntary subscriptions in a wholly sym 
pathetic surrounding amounted to considerably more 
than the wildest sort of a night at Rector’ But 
occasionally, once in a life time, a fellow lands a 
Simon Pure Pass. “Bill” Feddery, central wester: 
ema r of HARDWARE AGE, landed one of these rare 
bits of pasteboard in Cleveland a few nights ago. 


It was at the smoker of the Cleveland Advertising 
Club. We don’t know just what the weights were; we 
haven’t been advised whether the gloves were four ounces 
or heavier; we don’t know if the Marquis of Queensbury 
or gang fighting was in order, but we have 
definitely advised that “Bill” walked away with the 
laurels and a season pass to all the big league 

Since leaving his first business love, the Simonds 
Saw, a few years ago, “Bill” has worshipped at two 
shrines, business and baseball. The editors of 


HARD 
WARE AGE have checked “Bill” up occasionally, and he 


beer 


vrames 


really doesn’t neglect the national pastime for too 
much bus‘ness. This pass ought to remove all danger, 
so we may safely say that advertising, or rather (ue 


r 
sill.” 


+ 


Cleveland Ad Club, has done things for “I 

He advises us that invitations are out to all his 
advertisers who can spend a Week-end in Cleveland t 
sit in the Feddery box and boost for the Sixth City 
team 


Will Resume Business Promptly 
Metal Works, Ni 


suffered a serious los 
from the company are 
tock ready to ship in anticipa 


HE Niagara Falls 

agara Falls, N. Y., 
fire March 7. Advices 
damage is mostly upon 


Stamping 
from 


tnat 


tion of the spring trade. Of this they had a large 
supply. All cartons and paper boxes, in which harness 
chains, letters and figures, etc., are shipped, were de 


troyed. This will hold up shipping until new carton 


can be obtained. 


The plating department was not damaged. Pre 
were damaged by water, but will be promptly in op 
eration. The loss will reach $60,000, covered by 


surance. The finances of the company are not affected 
by the fire in any way. 

The company bespeaks the indulgence of its eu 
tomers for a short time. Every effort will be made to 


} 


resume the prompt service which this company ha 


en its customers of late. 
Vacuum Cleaner Consolidation 


RTICLES of incorporation have been filed with the 
“i Secretary of State at Albany creating the Electric 


Vacuum Cleaner Company, Inc., with principal offices 
in Cleveland, Ohio, and New York 

The new concern is a consolidation of the business 
and manufacturing facilities of the Frantz-Premier 
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Co. of Cleveland and the vacuum cleaner business of 
the Edison Electric Appliance Co. of Chicago. It will 
be devoted to the manufacture and sale of electric 
vacuum cleaners (including stationary and portable 
types). It is understood it will equip its output with 
General Electric motors. 

The present local service stations maintained by the 
Frantz-Premier Co. will be extended and developed to 
give complete service to users of products of the new 
concern. 

The Frantz-Premier Co. is one of the largest manu- 
facturers of electric cleaning apparatus in the coun- 
try. The directors of the new company are: Julius 
Tuteur, Maynard H. Murch, John Sherwin, A. V. Can- 
non, and E. W. Miner of Cleveland, F. S. Hunting of 
Fort Wayne, G. A. Hughes of Chicago, C. E. Patter- 
son of New York, and A. K. Baylor of New York. 


Help Catch Him! 


Boston, March 10, 1919. 
Editor HARDWARE AGE: 
SWINDLER is abroad issuing forged checks on 
the First National Bank, Boston, purporting to 


be made by us, which have been cashed by hotels. He 
has cashed checks in Scranton, Pa., Binghamton and 
Elmira, N. Y. Checks are with our printed name, but 
not our regular style. 

Five checks for $92 each have turned up, drawn to 
order of Edward J. Williams, and probably more will 
appear later. Yours very truly, 

JOHN L. WHITING-J. J. 


Considerable Difference 

N the issue of March 6, 
to J. H. Graham & Co., 
Stamping Co., Peoria, IIl., 
and shop oilers,” through a typographical error, 
incorrectly “mowing machines and shop boilers.” 


ADAMS Co., 


containing an item relating 
representing the Maple City 
the article “mowing machine 
read 


Hardware Boosters Boost 

je Hardware Boosters boosted loud and late at 

their March boost-fest. They met just a bit north 
of New York’s theater district, but that district sent 
entertainers to the meeting who made even the cabaret 
artists of a Broadway lobster palace look pale in com- 
parison. Between the fat comedian and the dancer 
Roy F. Soule was called to the platform to tell some 
hardware sales stories. He did his bit. Then F. Alex- 
ander Chandler of Boston, a guest, was squeezed be- 
tween the “personality girl” and the jazz artist on the 


program for a few remarks. Then Lieut. Harry G. 
Milsom of the Canadian Army made a plea for jobs 
for returning soldiers that went straight home. Sut 


the boosters didn’t go home—they stayed for more, be- 
cause that’s exactly what the sandwiches tasted like. 

Altogether this March meeting of Greater New York 
hardware salesmen and their guests was a great suc- 
cess, as usual. 


ASE; 1 Pe ae 
recent sales con- 
president, 
Manager 


Mosler & Co., Mount Vernon, 
snapped at their 


Sales force of 
spark plug makers, 
vention. The 


Mr. Mosler, 


photograph also includes the 
Margolin 
Fischer 


Engineer and Sales 
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Obituary 


IDNEY T. HOLMAN, a well-known hardware dealer 

of Chardon, Ohio, died recently of the influenza, aged 
28 years. He was formerly connected for several years 
with the William Bingham Hardware Co., Cleveland, 
and for two years traveled for that company in Penn- 
sylvania and New York. Two years ago he purchased 
the R. L. Bostwick hardware store in Chardon. 


FrepD C. Rusy, aged 41, associated with his father in 
the hardware business at Oneida, N. Y., died recently 
from pneumonia. He is survived by a widow and two 
sons. 


AARON B. CUTTING a retired hardware merchant, 
died at his home in Montclair, N. J., recently in his 
eighty-third year. 

GAREY W. Storey died in the Presbyterian Hospital, 
Chicago, Ill., recently following an operation. He was 
born in 1861, and had been engaged in the hardware 
business for the past 15 years at Hedrick, Iowa. 

Harry L. Frost president Frost Steel & Wire Co., 
Ltd., with plants at Welland and Hamilton, Ont., Can., 
and president Frost Superior Fence Co., Cleveland, 
died in New York recently of pneumonia. He was 
born in Danville, Ohio, 44 years ago, moving to Canada 
in early life. 

PHILIP SIDNEY DYER, president and treasurer Ameri- 
can Horse Shoe Co., Phillipsburg, N. J., died at his 
home in New York recently following an operation 
performed a week before. With Charles Holton he 
organized the American Horse Shoe Co. in 1892. He 
was also vice-president of the Sweet Steel Co., vice- 
president West Branch Steel Co., a director of the 
Canadian Shovel & Tool Co. and a director of the 
Duryea Mfg. Co. Mr. Dyer was also a member of the 
Engineers’ Club and of the American Iron and Steel 
Institute. His wife was daughter of the late Charles 
W. Miller, head of the Phoenix Horse Shoe Co. Mr. 
Dyer was 62 years old. 

CHARLES T. VAUGHAN, who had conducted a hard- 
ware business for over 50 years at Portsmouth, N. H., 
retiring about 10 years ago, died there recently. He 
had been a resident of Portsmouth all his life. He is 
survived by a widow and one daughter. 


Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
CONVENTION, New Orleans, La., April 8, 9, 10, 11, 1919. 
Headquarters, St. Charles Hotel. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVEN- 
¥ION, New Orleans, La., April 8, 9, 10, 11, 1919. Head- 
quarters, St. Charles Hotel. John Donnan, secretary, 
Richmond, Va. 

AUTOMOBILE ACCESSORY BRANCH OF 
WARE ASSOCIATION CONVENTION AND EXHIBITION, De- 
troit, Mich., March 20, 21, 1919. Headquarters, Hotel 
Statler. T. James Fernley, secretary, 505 Arch Street, 
Philadelphia, Pa. 

ARKANSAS RETAIL 


NATIONAL HARD- 


HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Little Rock, May 6, 7, 8, 1919. 
Headquarters, Marion Hotel. J. B. Webster, secretary, 
Southern Trust Building, Little Rock. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charlotte, N. C., May 27, 28, 29, 1919. T. W. 
Dixon, secretary-treasurer, Charlotte, N. C. 

ALABAMA RETAIL HARDWARE ASSOCIATION convention 
and exhibit, Jacksonville, Fla., May 20, 21, 22, 23, 1919. 
Walter Harlan, secretary, 1426 Candler Building, At- 
lanta, Ga. 

FLORIDA RETAIL HARDWARE ASSOCIATION convention 
and exhibit, Jacksonville, Fla., ed 20, 21, 22, 23, 1919. 
Walter Harlan, secretary, 1426 Candler Building, At- 
lanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION renin 
and exhibit, Jacksonville, Fla., May 20, 21, 22, 23, 1919. 
Walter Harlan, secretary, 1426 ( ‘andler Building, At- 
lanta, Ga. 











Oregon Dealers Confident 
of the Future 


Western Dealers in Convention 
Realize Present Day Business 
Problems but Have Faith in Es- 
sential Soundness of Economic 
Conditions of America—A. L. 
Jameson Chosen President for 
Coming Year and E. E. Lucas 
Re-elected Secretary 


REALIZATION of the seriousness of pending re- 

adjustment problems, the menace of unemploy- 

ment and radical propaganda, yet faith in the 
inherent sense of the American people, and the essential 
soundness of political and economic conditions in the 
United States and our imminent progress and prosper- 
ity, were the keynotes of the thirteenth annual conven 
tion of the Oregon Retail Hardware and Implement 
Dealers’ Association held at the Imperial Hotel in Port- 
land, February 25, 26 and 27. 

The attendance was good and dealers showed a keen 

interest in the proceedings throughout the sessions. 
W. A. Hudelson performed the duties of president with 
credit and there is satisfaction in the election of A. L. 
Jameson to head the organization during the ensuing 
year. 
E. E. Lucas of Spokane, who is also secretary of the 
Pacific Northwest Association, was retained as secre- 
tary and treasurer, and given much credit for the re 
vival of interest in the Oregon Association during the 
last couple of years. 


“Business After the War” 


A F TER the convention had been called to order Tues 
day afternoon by President Hudelson the delegates 
were welcomed by Hon. George L. Baker, mayor of 


Portland. 








Why Push Paint in 1919? 


1dvertising Mar., 
Paint € 


Hlenry, 
iH 


By A. B 


Charles 0 


Brown 


EALERS in hardware and implements will 
find the sale of paint products a most 
profitable line to push during 1919. Of course, 


D 


all sections may not fare alike in this respect, 
but we feel that this will be only a matter of 
degree and that ali sections will share to at 
least a marked extent in the general paint 
prosperity. We speak of the year 1919 as a 
whole, and not of any particular month or 
season. 


Painting of the majority of buildings has been 
sadly neglected for several years. Building in 
many lines practically ceased during the war 
and a tremendous market for ‘paint will be 
opened with its resumption. 

The creation by the paint, varnish, and allied 
interests of a huge publicity fund of $500,000 to 
be spent over a period of five years at the rate 
of $100,000 per year in promoting the use of 
paint and varnish products by the general pub- 
lic should greatly increase the opportunity for 
paint sales of every description. 

Farmers, who are the greatest money makers 
in the country, constituting 33.2 per cent of all 
persons gainfully employed, have had several 
prosperous years and are assured of prosperity 
for 1919 at least. 
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Lucas re-elected 


secretary 


President Hudelson, in responding to the address 
of welcome, expressed the appreciation of the members 
for the hospitality of the people of Portland. He urged 
that granary capacities should be increased, for with 
$2 wheat a consequent increased acreage and promise 
of a splendid yield, the facilities for handling the crop 
will be taxed to the utmost. 

‘Business Conditions Following the War” 
subject of an interesting address by J. A. 
Portland. He reviewed the innumerable problems of 
standardization, advance accomplished in this line dur 
ing and because of the war and showed the extent to 
which the elimination of unnecessary sizes and styles 
had progressed in agricultural implements and many 
other lines. For instance, 320 kinds of pens were re- 
duced 17; 380 cultivators, cut to 19; 35 lb. were 
saved on each iron bed; 217 auto tires, reduced to 27: 
30,000,000 Ib. of steel in women’s corsets, cut to 16,000, 
000 Ib.” Manufacturers are endeavoring to perpetuate 
many of these Manufacturers using 
these lessons to effect economies in production that will 
help them through the difficulties of the readjustment 
period,” said Mr. Curry. 

W. L. Bilger, of the Seattle Hardware Co., was called 
on extemporaneously Mr. Curry’s 
remarks, emphasizing the fact that the American people 
as a whole have been making more and investing more 
now buying liberally and 


was the 
Curry of 


to 


economies. are 


and supplemented 


than ever before and are 
better qualities. 

KE. EK. Faville, publisher Western Farmer, followed 
with an interesting address on “Developing Community 
Interests.”” He said the farmer more 
and more important proposition in our country. 

John Raymer, of Reardon, Wash., president of the 
Washington Hardware and Implement Underwriters, 
was introduced and spoke briefly of the fine record of 
the insurance organization which he characterized 
the backbone of the Pacific Northwest Association. 
Starting with an annual saving of 25 twelve 
years ago, it is now returning 50 per cent of the annual 


is becoming a 


per cent 
premium. 

Senator Milton A. Miller, collector of 
nue, was introduced and spoke optimistically of the 
great future the United States, of indi 
vidual responsibilities, the necessity of meeting the 
issues and duties of our time and makine further sac 


internal reve 


before our 


rifices 
Committees Named 


they following committees were named: Resolutions 

G. W. Griffin, Eugene; G. A. Ehlen, Aurora: J. R. 
Smith, Corvallis. Legislation—C. R. Archerd Salem: 
Geo. T. Baldwin, Klamath Falls; G. W. Griffin, Eugene- 
Geo. Larking, Newberg. Membership—H. E. Willerton, 
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The Dalles; F. Hubbard, Medford; J. Riley Craven, Dal- 
las; J. T. Harrigan, Coos Bay. Community Develop- 
ment—G. W. Hyatt, Enterprise; E. A. Franz, Hood 
River; Frank Gilliam, Hoppner; F. E. Chambers, Eu- 
gene. 

The feature of the Wednesday aftersoon session was 
an inspiring address on “The Returning Soldier,” by 
E. B. Piper, editor Portland Oregonian. 

He was followed by R. W. Neighbor, Pacific Coast 
agent of E. C. Atkins & Co., who gave a short talk on 
“Futures.” He predicted a period of great prosperity 
and urged merchants to be ready for the business that 
would offer and not to “hold off” waiting for the im- 
possible. He urged local clubs to entertain, train and 
educate the boys and young men of the community 
as the best investment for the future to which mer- 
chants should contribute their interest and attention. 


The Dealer’s Position To-day 


EXT came an address by A. L. Jameson, of Mc- 

Minnville, on the “Condition and Position of the 
Dealer for 1919.” He reviewed the “normal” conditions 
as they existed in the early part of 1914, the European 
rar demand which soon used up our surplus stocks 
of nearly everything, and caused prices to advance. 
Continuous “readjustments in values” followed right 
up to the signing of the armistice, with some few ad- 
vances since then. On an advancing market, if a 
merchant confines himself to goods that will sell in 
his locality, he simply can’t make a mistake in buying. 
Now we are facing new conditions and another read- 
justment. Prices will not decline all at once; it took 
four years to advance to present levels, and it may 
take four years to get down again, but they will not 
decline to the low points before the war for the reason 
that wages will not go clear back to pre-war levels; 
but declines must come. Every merchant must sys 
tematize and departmentize his business. If your busi 
ness is thus systematized you will not be so likely to 
overbuy and be overstocked. Buy often, in small quan 
tities, and don’t speculate. This will not only afford 
the best guide for the jobbers but you will also be 
helping your government in readjustment. It is a 
salesmanager’s duty lo instruct his traveling men to 
move “long” lines of stocks; it is up to us to guard 
against packing the jobbers’ load. Nevertheless, we 
are due for an era of unprecedented activity and pros 
perity. There has been no building or improvement 
work for four years; there must be a large volume of 
construction work besides millions to be expended on 
good roads; the prospects for a bumper wheat crop, ’at 
$2.26 were never better and the are full of 
money. This is the year of all years that the merchant 
should be alert to take advantage of the opportunities 
that will surround him. 

George Lawrence, Jr., followed with a short talk on 
the “Leather Situation,” explaining that while there 
has been and is a surplus of cowhides, suitable only 
for there exists a scarcity of 
first-class for and harness 


banks 


for business 


second-class product 


steer hides suitable sole 
leather. 

United States National 
interesting talk on “Credits.” He 
(1) Character 
of the applicant, (2) his ability to pay, and (3) getting 
a sufficient cash payment to in remaining payments 
and insisting on them being paid when due. Credit, 
used wisely, helps the merchant, the borrower and the 
community; used unwisely, it does harm to all. 

A lively “Question discussion followed 


Kk. G. Crawford, president 
Bank, gave a short 
said the three essentials of credit are: 


ure 


30x” 
A Daily Trial Balance 


—— morning G. W. Hyatt, of Enterprise, 
former president, gave a valuable address on “My 
Method of Obtaining a Trial Balance,” or, better, as 
he expressed it, of “keeping a daily trial balance.” He 
illustrated his talk by posting on a blackboard a section 
of a journal page, kept by the double entry system. 


All items are classified into twenty-six “controlling” 
accounts, according to the letters of the alphabet. thus 
saving time and work on the later monthly and annual 
inventories, enabling the detection of errors almost as 
soon as they are made, and according to Mr. Hyatt, 





Hardware Age 


saving time and making for accuracy. Of course, a pur 
chase journal and sales journal are kept in connection 

“The Tractor and Its Relation to the Implement 
Trade” was the subject of an interesting address by 
A. H. Averill, of Portland. He said the two important 
considerations in the tractor business are profits and 
service. The implement dealer is the logical distrib 
utor because he handles the implements that go with 
the tractors. 


New Officers Elected 


R. ARCHERD nominated A. L. Jameson, of Me 

Minnville, for president, and Mr. Griffin nominated 
Charles R. Archerd, of Salem, for vice-president. The 
nominations were closed and the acting secretary cast 
the ballot for the two nominees. The election of four 
trustees to fill expired terms resulted in the unanimous 
selection of W. E. Wadsworth, of Harrisburg; W. J 
McKenzie, Goldendale; F. E. Chambers, Eugene; P. A 
Retrum, Prairie City. 


Hindley Given Ovation 


7 Thursday afternoon session opened with an ad 
dress by W. O. Derby, of Portland, on “Construc- 
tive Work of the Wholesaler Aiding the Progress of the 
Retailer.” As representative of the National Associa 
tion of Credit Men, Mr. Derby reviewed the activities 
of this organization in securing the enactment of the 
national bankruptcy law and the federal reserve bank 
law, both of which have been beneficial to the retailer 
and the business public in general. He further stated 
that his organization is now sending out “traveling 
auditors” for the purpose of calling on, helping and 
advising retailers, their services being paid for by the 
association. 

Always a prime favorite at the Pacific Northwest 
conventions in Spokane, it was the first appearance of 
Capt. W. J. Hindley, preacher and ex-mayor of Spo 
kane, before the Oregon convention. Nevertheless, his 
reputation had gone before him in a measure, and he 
was greeted by a good-sized audience, and after his 
talk the “house was his.” 

Speaking on the topic, “The New Togetherism,” he 
emphasized the point that the best the members cat 
get out of meetings like these is the personal associa 
tions formed and the co-operative spirit developed; it 
is when getting together for mutual interests that we 
catch the spirit of “togetherism.” We are beginning 
to learn that it is not so much “what we have done to 
win the war” as it is “what the war has done for us.” 
Without a doubt the war has done more for us than we 
have done for the war; it has developed a simon-pure 
Americanism. 

David I. Morrison, of Portland. followed with an ex 
haustive address on “Ports and Industries,” reviewing 
port conditions in many of the principal ports of this 
country and Canada, and showing the effects war has 
had upon the flow of commerce. Where the port used 
to be regarded simply as an agency of commerce now 
it is being regarded as an agency affecting industry 
clear back into the interior of the country. 

The newly elected president, A. L. Jameson, was in 
ducted into office, and G. W. Griffin was elected to fill 
the vacancy on the executive committee caused by the 
election of Mr. Jameson as president. At a meeting of 
the committee (the hold-overs being G. W 
Hyatt, Enterprise; A. C. Hubbard, Medford; George T 
Baldwin, Klamath Falls, and Robert Ivie, Sheridan) 
G. W. Hyatt was re-elected chairman of the executive 
committee and EK. EK. Lucas was retained as secretary 
and treasurer of the association. 

The members and visitors were the 
Portland jobbers and manufacturers 
Thursday evening at the Multnomah 
George L. Baker was to have toastmaster, but 
was called East the day before. City Commissioner 
T. L. Perkins took the head of the table and welcomed 
the guests. Lots of good music was furnished by the 
hotel orchestra and entertainers and the newly elected 
president, A. L. Jameson, made a short talk on the 
necessity in these changeful days of a spirit of real 
co-operation between retailers, jobbers and manufac 
turers. 


executive 


of the 
banquet 
Hotel. Mayor 


guests 
at a 
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Why the Sixty-fifth Congress Fell Down—Leaders Loafed on the Job— 
Extra Session in May Probable—Progress of Government’s 
Price-Cutting Plan to Stimulate Industry 


By W. L. CROUNSE 


WASHINGTON, March 17, 1919. 


CAREFUL inspection of the wreckage that marked 
A the close of the Sixty-fifth Congress shows far 

more damage than was apparent when the House 
and Senate adjourned. As in the case of the average con- 
flagration the damage by water and that resulting from 
the work of the fire department exceed the actual 
destruction by the fire fiend. 

Literally hundreds of bills, in addition to the big 
budget measures, failed of passage and the arbitrary 
methods undertaken by the majority leaders to force 
action in spite of the pending filibuster simply resulted 
in driving wedges into the jam that made it hold more 
tightly. The struggle in the last two days of the ses 
sion was a desperate one, but with the chances all in 
favor of the filibusters who, after all, won a compara 
tively easy victory. 

Postmortem Decision Against Majority Leaders 
B hers verdict of the post mortem, if you are at all 

disposed to be fair and willing to take a non 
partisan view of the situation, is a very serious reflec 
tion upon the majority leaders. President Wilson left 
for Europe with a harsh denunciation of the minority 
for holding up the business of the country by a filibus 
ter. But the fact is that if the majority leaders had 
paid a reasonable amount of attention to public business 
throughout the session there would have been no filibus 
ter and there could have been none. 

A filibuster doesn’t amount to a row of pins unless 
the business of Congress is so far in arrears that a few 
determined men can kill important measures by talking 
them to death. When the fact is borne in mind that 
seven big appropriation bills were left in the custody 
of the Senate when Congress adjourned and that several 
of them had not even been reported from committee you 
are forced to admit that the men really responsible for 
the holdup are not the three or four Republicans who 
filibustered during the last forty-eight hours, but the 
score or more of Democratic leaders who took things 
putting steam 


easy for forty-eight days instead of 


behind the legislative program. 
Extra Session in May Is Probable 


is dead and its 


t OWEVER, the Sixty-fifth Congress 
when 


mourners are few. The vital question is 

will the Sixty-sixth Congress begin its work ? 
All news from Paris, the secondary capital of the 
United States, indicates that the inevitable extra ses 


sion will be summoned earlier than was anticipated 
This is good news. 

When the President left New York in a hurry he 
declared he would not call Congress together until his 
return, which he intimated to those in his confidence 
would probably not be until some time in June. He is 
now manifesting a disposition to make concessions re- 
garding his beloved League of Nations and the Peace 
Conference is speeding up at a rate that promises the 
completion of all its real important labors within six 
weeks or less. 

The President may, therefore, return to Washington 
early in May and it is my guess that the extra session 
several weeks before June 1. The earlier 
legislative program 


will assemble 
the better, for with last 
to clean up and the League of Nations to dispose of 
there is certain to be a hot time in the old town next 


. ’ 
sessions 


summer 


Membership of Industrial Board Announced 


NECRETARY REDEFIELD’S industrial board to gal 


WY vanize commerce and industry into activity, chiefly 
by inducing manufacturers and dealers to reduce prices 
may not know just where it’s going but it’s on its way 


The Council of National Defense, which is assisting in 
the work, has formally announced the persannel of the 
board as follows: 
George N. Peek, chairman, Moline, Ill, formerly vice- 
Deere & Company; Samuel P. Bush, Colum- 
bus, Ohio, president Buckeye Steel Castings Company; 
Anthony Caminetti, Washington, D. C 
of general immigration, Department of Labor; Thomas 
K. Glenn, Atlanta, Ga., Atlantic Steel Com 
pany; Georre R. James, Memphis, Tenn., president Wm. 
R. Moore Dry Goods Company; T. C. Powell, Cincin 
nati, Ohio, director cap tal expenditures, Railroad Ad- 
William M. Ritter, West Vi 


president 


commi ioner 


pre ident 


tration, and yinia, 


min 
president W. M. Ritter Lumber Company 

The experts of the Council of National Defense, after 
careful study of the conditions now prevailing in the 
busine of the country, which undoubtedly has been 


materially slowed down of late, formulates the situation 
briefly as follows: 
The Situation in a Nut-Shell 


Niger teeny commercial stocks are depleted, there 
ri is plenty of money, building and construction are 
of necessity, a long period of 


relieved. and markets are 


several years in arrears 
enforced economy is greatly 
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in prospect in all parts of the world; nevertheless, buy- 
ing is timid and has been decreasing in volume, money 
is also timid and remains in bank, some mills and fac- 
tories are idle—few are running full, construction of 
public and private works has not begun, and non- 
employment is spreading. 

The cause of this condition is probably as familiar 
to every business man as it is to Secretary Redfield and 
his expert assistants. The necessities of the Govern- 
ment to obtain production on an unheard-of scale re- 
sulted in enormously increased prices. Labor seized 
the opportunity and with the aid of the War Labor 
Board, the United States Shipping Board and other 
easy-going governmental commissions, succeeded in 
obtaining a wage scale that the most rabid leader of 
organized working men never dreamed of until this 
country became involved in the war. 

The normal operation of the law of supply and de- 
mand cannot cure what it did not cause; hence it is 
necessary to resort to the surgeon’s knife, in the opinion 
of the Washington authorities. The law of supply and 
demand cannot operate until buying begins and buying 
cannot begin until we have a more normal, stable and 
homogeneous market. 


What Goes Up Must Come Down 


Everybody knows that prices elevated by the war 
must fall now that the war is over. Nobody dares 
buy until they do fall, and even then everybody will 
wait to see how far they will fall. Here and there 
some effort has been made to stimulate buying by price- 
cutting, but individual action in lowering selling prices 
is timid, unscientific and sporadic. It cannot render 
the market uniform or stable, but on the contrary, 
makes it unstable, dangerous and panicky. 

Secretary Redfield frankly admits that the interfer- 
ence of the Government with the normal operation of 
the law of supply and demand brought about existing 
conditions and therefore contends that the condition 
must be cured as it was caused, namely, by general 
comprehensive co-operation and agreement between in- 
dustry and Government. In this the Government must 
take the lead and to this end the Industrial Board has 
been organized. 

The results to be achieved through the work of this 
board are set out in a memorandum which has just 
been made public by the Council of National Defense 
and which presents what the great poet styles “a con- 
summation devoutly to be wished.” This millenial 
proposition is put forth in the following terms: 


Outline of Board’s Plan 


(a) Basic commodities such as steel, building materials, 
textiles, and food will be considered first and brought to a 
stable basis. The Government policy, as expressed by the 
bill to authorize purchases by the Government of wheat at 
the guaranteed price and resale of it at the world price, is 
to assist in bringing prices of basic commodities to normality 
by bringing down the cost of living. It is hoped that these 
steps alone will automatically operate to reduce the price of 
fabricated articles. If they do not do so in any particular 
case, the industry affected will be invited into conference. 

(b) As soon as a stable and wholesome scale of prices is 
achieved, the cost of living will have so far been reduced as 
to create automatically reductions in the price of labor with- 
out interfering with American standards and ideals for the 
treatment and living conditions of labor, and thus the last 
inflating element will have been withdrawn from prices. It is 
believed that industry will agree that the cost of living must 
be substantially reduced before labor should be asked to ac- 
cept lower wages and thus industry should stand the first 
shock of readjustment. 

(c) The assurance to the country of a market stabilized at 
the lowest reasonably expected level, will loosen such a flood 
of buying for the recreation of stocks, the making up of 
arrears in the building program, the feeding of needs long 
starved by economy and the invasion of world markets, as 
may stand unprecedented in this country. From the stable 
level thus reached by co-operation, we may expect a healthy 
and normal condition created by the complete and unham.- 
pered operation of the law of supply and demand. 


The first step to frame a schedule of lower iron and 
steel prices has already been taken in calling a confer- 
ence of the Industrial Board and the steel committee 
appointed by the American Iron and Steel Institute. 
Mr. Peek hopes that there will be a sufficiently compre- 
hensive co-operation of the entire industry to guarantee 
substantial results. 

The prices which may be approved by the Industrial 
Board from time to time will have no particular period 





Hardware Age 


of life. They are to serve only as temporary introduc- 
tions to general business resumption. 


Prices of Builders’ Hardware to Be Reduced 


go idea entertained by Chairman Peek is of special 
interest to the hardware industry. He expects 
genuine results to come from the mutual interests of 
various factors in the whole problem. 

For example, the price of builders’ hardware, accord- 
ing to statistics compiled by the Council of National 
Defense, shows an increase of 190 per cent, while the 
average for steel prices throughout has been only 115 
per cent. Mr. Peek believes that, if prevailing high 
prices on builders’ hardware remain in force, they wil! 
serve to check a general resumption of building; hence 
he expects that the iron and steel industry will make a 
serious effort to equalize all prices for the general 
purpose of stimulating building and that arrangements 
will be made to take care of hardware manufacturers 
and dealers to this end. Just how this project will be 
worked out remains to be seen. 

Since I presented the forecast of this project in 
HARDWARE AGE for March 6 a good many hardheaded 
business men have been writing to the officials here 
and to their Senators and Congressmen, pointing out 
some of the difficulties that present themselves to the 
minds of experienced manufacturers and merchants. 
The experts, however, have taken a crack at these ob- 
jections and the Council of National Defense has issued 
a sort of shorter catechism in which the objections are 
set forth followed by the answer of the Government 
authorities in each case. 


The Council’s Shorter Catechism 


T will be worth your while to examine this catechism 

as it indicates even more clearly than Secretary 
Redfield’s statement just how far the Government is 
preparing to go. The text is as follows: 


Objection (a): Business resents Governmental interference 
and control which is to be avoided rather than encouraged. 
Let conditions alone and the law of supply and demand will 
cure all evils. 

Answer: The war developed a new thing in Government- 
co-operation and mutual help between Government and in- 
dustry in which Government appeared not as a policeman and 
not as a jealous guardian of a suspicious character, but as 
a friend and helper. This idea proved itself. What is pro- 
posed is not Governmental control. The board has no power 
of control. It is proposed to provide a forum in which in 
dustry can meet and agree on a policy for itself at the 
instance and with the approval of Government, which will 
help the law of supply and demand over the gap between 
hold-over war prices and a stable level. 

Objection (b): Business and industry will not come into a 
Governmental conference unless there is a power of com- 
pulsion. 

Answer: The experience of the W. |. B. utterly disproves 
this criticism. It has been argued that patriotism impelled 
business and industry to the W. |. B. Patriotism impelied 
business and industry to the W. |. B. Patriotism is not 
adiourned with the closing of the war. 

Objection (c): War prices were fixed at such a level as to 
insure the production of many high-cost and inefficient pro- 
ducers. What is proposed would shut off this production. 

Answer: This production is not needed in peace. The 
American people cannot be expected to support inefficiency 
in the enterprises that serve them with the necessaries of 
life or to maintain production not normally needed. Inflated 
production above that which would be supported by the law 
of supply and demand must cease. 

Objection (d): Such readjustment must necessarily require 
redistribution and readjustment of tabor. 

Answer: This is quite true. it is necessary. The distribu- 
tion and allocation of labor to war industries has upset the 
normal pattern in this country for four years. What is pro 
posed is a stimulated peace industry which will employ as 
much or more labor as did war industries, especially con- 
sidering the loss of man-power, due to decreased immigra 
tion, loss by influenza, war and probably increased army and 
navy. That it will employ them in different places and at 
different tasks is inevitable, whether the proposed step is 
taken or not. 

Objection (e): A general reduction in selling prices now 
will force industry and commerce to take on products pur 
chased at war prices. 

Answer: This is true and inevitable, whether the proposed 
plan is attempted or not, but under the proposed plan better 
adiustments are possible: buying will begin immediately, the 
overhead of continuing high cost operations through a period 
of stagnation is eliminated, and finally much of the loss wil! 
be recouped by buying at fair prices and selling in the in 
evitably increasing market, that will result from the normal 
operation of the law of supply and demand under prosperous 
conditions, 


In conclusion the Council of National Defense declares 
that the activities of the board will be but temporary, 
and are intended only “to give Governmental assistance 
to aid the law of supply and demand in resuming its 
normal functions.” The Council adds: 
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Co-operation of Business Men Relied Upon 


at ie splendid co-operation of American industry 
during the war leads to the belief that it may 
continue and carry us safely through the trying period 
of readjustment. Surely with our fundamental condi- 
tions so sound there is every reason to believe that we 
may bridge the gap between war and peace with the 
same courage and fortitude that always mark the 
American business man in his dealings with large af- 
fairs, and thus escape the unfortunate depressions 
which the country has suffered following previous 
wars.” 

Not a word about reduction in abnormal wage scales. 
Perhaps the “law of supply and demand,” which it is 
admitted was seriously interfered with by the Govern- 
ment, may be counted upon to bring about a return, 
not of pre-war scales, but to a more rational basis than 
that now prevailing. Indeed, the officials do not intend 
to antagonize organized labor, at least until it has 
been demonstrated that the manufacturers and mer 
chants can not be relied upon to forego a year’s profits 
to realize Mr. Redfield’s utopian aims. 


Labor's Attitude 


IE attitude of organized labor on this subject may 
best be gathered from a statement officially pro 
by Secretary Frank W. Morrison, of the 
American Federation of Labor, who declares that or 
ganized labor will refuse to share in the results of 
price readjustments “if its living standards are to be 
endangered.” Commenting upon a declaration recently 
made by the Federal Reserve Board to the effect that 
“all factors in production should bear their share in 
the general process of readjustments,’” Mr. Morrison 
says: 


mulgated 


The board seems to accept the economic error that the 
price of a commodity and the price of labor are indentical. 
Where wages are reduced living standards of the workers are 
immediately affected, and the home suffers. 

The workingman will ask, if his living standards are to be 
endangered, if the same theory will apply to the employer, or 
is it intended to have the tatter merely dispense with some 
of his war-time profits? There is nothing “equitable”’’ about 
such an arrangement. Its theory is unsound, and in practice 
it is impossible. 


Many Millions for Roadbuilding 


MONG the big budget bills that got through Con 

gress in its closing hours was the anual Post Office 
appropriation bill carrying $209,000,000 to be spent by 
the Government in roadbuilding in co-operation with 
the States. The allotment of this foreshadows 
further appropriations for the same purpose and the 
Department of Agriculture that with full 
states co-operation according to the terms of the Fed 
eral Aid Road Act the United States will have a total 
of at least $574,000,000 available for disbursement dur 
ing the next three years. 

Officials of the Bureau of Public Roads, U. S. Depart 
ment of Agriculture, which administers the provisions 
of the Federal Aid Road Act and co-operates with the 
State governments in the expenditure of the money, 
point out that this amount of funds is the largest ever 
appropriated for similar purposes and for a similar 
period by any government in the history of the world, 
and that it enables the Federal and State governments 
to carry out a road-building program of a magnitude 
never equalled. 

In connection with the great Iederal-aid program it 
is also noted that expenditures for highway work in the 
United States this year are likely to amount to a half 
billion dollars or more. On reports received from State 
highway departments, the Bureau of Public Roads esti 
mates the 1919 expenditures for roads and bridges at 
£385,000,000, or $110,000,000 more than the 
expenditures for 1916 and 1917. 


sum 


announces 


average 


What Is a Rural Post Road? 


f N important effect of the law containing the new 
4 appropriation is that it broadens the definition of 
a rural 
to qualify in order to receive the benefits of the Federal 
aid act. Under the old act it was required that mail 
should actually be carried on the road or that there 
should be a prospect that mail would be 


post road, under which class a highway had 


reasonable 
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carried on it within a short time after improvement. 
The new act says that “the term ‘rural post 
shall be construed to mean any public road, a 
major portion of which is now be used, 
or forms a connecting link not to exceed 10 miles in 
length of any road or roads now or hereafter used, for 
the transportation of the United States mails, excluding 
every street and road in a place having a population, 
by the latest available Federal census, of 
2,500 or more, except that portion of any such street 
or road along which the houses average more than 200 
ft. apart.” 


roads’ 


used or can 


as shown 


It is hardly necessary to say that the appropriation 
of these vast sums and their disbursement under the def 
inition of a rural post road presented above will greatly 
stimulate the establishment of rural delivery 
routes, which was what P. M. G. Burleson and Se¢ retary 
of Agriculture Houston had in mind 
laborated to secure this legislation. 


free 


when they col 


Screw-Thread Commission Reappointed 


( NE bill of very great importance to the industries 

of the country got through by the skin of its teeth 
in the closing hours This was a meas 
ure to extend the life of the National Screw-Thread 
Commission for one year after its statutory expiration 
March 21, 1919. 


The commission wa 


of the session. 


under a_ bill 
more than a year ago creating a commission to stand- 


organized passed 
ardize screw-thread tolerances in response to a demand 
crews made in 
should be uniform 


from hundreds of industries for 
with a system 
throughout the country. 

In a preliminary report that will be 
every hardware merchant, Director 
Bureau of Standards, who i 


better 
accordance that 
appreciated by 
Stratton of the 


chairman of the commis- 





sion, states the conclusions already arrived at as fol 
lows: 

’ That there no omiunon ne ol the 
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deral deviation mhoorenear respect fro. rec nized 
tandard tpe of hread nm the rew brit Lim the 
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iflicientl different to pr ngeat (7) i 
there a desire amor manufacturer of the United Stace 
for uw International tandara S) i iu rite " na 
tandard is an absolute nece it tf the pre ppir nd 
foreign trade program tor be ree f (9) the abe con 
ditior have eriously interfered with the naval nd militar 
peratior curing the var, and for mar eat } 

‘ ri hindrance to mmmerce 

Must Meet Foreign Competition 
will Whi: miport ‘ ‘ i ! } , ‘ 
1 tor itt t ont i pp 

t sl d he sth ‘ 0 d inal I 

W er tore nh port here he | ited t ha 
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t the produce of our factoric nad therefore 
mperative that the erewed part of our prose inter 
hange with the crewed part furn ed } our mipetiter 

“There i iso a demand amongst manufac thet t t the 
comin on continue it operation t hod 1 
responding to the Briti Icngineeri Sta Asse t 
tior formed in 19038 Th issocintion, whiel 
tion of British KMngineering meobetic ha been recognized 

nee 1905 by the British Government, and ha isted pre 

t to ich an extent during the var } the pro 

grest . te ear he they ind } triele pe tt 
officer of their Government 


One of the important tasks requiring the extension 
stified Dr. 
continuously called upon 
of tolerance 


of the life of the commission, te Stratton, is 
the fact that the commission i 
to establish standard 


Although the commission has not had time to com 


plete its work it is preparing tentative reports on the 
following: Standard terminology. standard shape of 
thread, standard system of coarse screw tandard sy 
tem of fine screws. standard system of small crew 


standard system of pipe thread, standard sy 

couplings, standard system of in trument 

standard system of measurement and test 
Under the bill extending it 


tem of hose 
crews, and 


life the commission will 
continue the big task upon which 
has already 


uch excellent progress 


been made and will complete its’ work 
within the next twelve months. The standards finally 
will be promulgated by the Department of 
Commerce, and it is believed will revolutionize the 


manufacturing: industry. 


adopted 


crew 

















EDITORIAL COMMENT 








Hardware Prices 
‘ 

and Sales 

HERE are a lot of trade evangelists at 
= endeavoring to sweep hardware 
merchants up the sawdust trail to the re- 
vival of business. Billy Sunday in_ his 
balmiest days could scarcely conjure up more 
reasons for a turn in the trail than are these 
sellers of hardware bringing forth. Yet the 
mourners’ bench isn’t at all crowded and 
backsliders persistently refuse to fill up their 
shelves at present high prices. 

The selling season is gradually forcing 
small orders for immediate needs, but stock 
orders are as scarce as hen’s teeth. In a few 
rare instances business is fairly humming, 
and it natural that there should be 
unusual interest in the plans that have 
created a confidence sufficient to stimulate 
the buying of these favored products. 

The most conspicuous example of liberal 
buying in the hardware trade at this time is 
probably on automobile and_ bicycle tires. 
‘To be brief, the manufacturers of these goods 
have come out almost to a man with guar- 
antees against declines up to July 1, and 
their business is booming. 

This method of resuscitation may not be 
adaptable to all lines of hardware, but it is 
certainly keeping the tire factories on the 
go and dealers are pushing tires to the con- 
sumer with a confidence that is getting the 
business. 

“CGuaramtee against declines” seems to be 
one of the few shows that is playing to full 
houses at this time. 
careful consideration of any manufacturer 
whose mill is piling up stock, or gathering 
rust in this period of reconstruction. It is 
true that no manufacturer likes to guarantee 
against declines, but it is also true that doc- 
tors hate to prescribe saline salt solutions. 

If the jobbers and retailers persist in their 
demands for price declines in the very face 
of the selling season, it is altogether probable 
that manufacturers must either guarantee 
against price declines, or be satisfied with 
discouragingly small sales for the first half 
of 1919. 

Half a loaf is better than none, and a guar- 
antee against declines for a reasonable period 
may be decidedly preferable to abrupt price 
slashing or alarmingly small sales. 

There is at least food for thought in the 
action of the tire manufacturers. 

Some manufacturers of items that have 
an older hardware classification have, how- 
ever, guaranteed against declines for even a 
longer period than have the tire manufac- 
turers, and still their business languishes. 


is most 


It may be worth the, 


The Washington report in this issue of 
HARDWARE AGE, page 73, tells of Secretary 
Redfield’s persistent effort to bring prices 
down. The Secretary of Commerce is a close 
student of merchandising, and an exceed- 
ingly well informed business man. He seems 
thoroughly convinced that the consumer will 
not purchase to a degree even approaching 
the pre-war period unless prices descend. 
There are many thinking buyers of hardware 
who agree with Secretary Redfield that busi- 
ness will mark time and multiply the dan- 
gers of this grave period until prices do 
come down. 

Practically every manufacturer in the 
United States made big money when prices 
were on the up grade. They were far-seeing 
buyers and in most cases made a lot of mer- 
chandise from materials that were wisely 
bought at low prices. This merchandise was 
sold at very high prices. It is the very gen- 
eral opinion, absolutely confirmed in’ hun- 
dreds of cases, that very large profits were 
made and salted away against the day when 
the down grade would be struck. 

That day is here, and the Government, 
through Secretary Redfield’s department, 
seems bent on putting prices down to where 
the consumer will start buying and _ build- 
ing. 

A guarantee against declines may start 
wholesalers and retailers to buying, but there 
is no assurance that the general public, in 
this day when there are more men than 
there are jobs to go around, will catch the 
spirit and enter wholeheartedly into the big 
game. 

There are grave dangers in a stubborn in- 
sistence upon war prices. Labor may be get- 
ting it, but the labor unions by their insist- 
ence have thrown hundreds of thousands of 
men out of work, and there is an equal dan- 
ger in the manufacturers’ insistence upon 
merchandise war prices at this time. 

Those in control at Washington are put- 
ting forth no small effort to bring prices 
down, and their action is having a decided in- 
fluence upon the temperament of a greatly 
worried people. 


— 
New Friend of 
” 2 

Catalog Houses 

FUXHE Federal Trade Commission seems to 
have recently discovered a_ broadened 

field for activity. Just how much they were 

influenced into this “breadth of vision” by 

the catalog houses is a matter on which most 

merchants are guessing the same way. The 

files of the Federal Trade Commission would 

probably reveal some correspondence that 
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would be particularly enlightening. The 
private conferences that have probably been 
held on this matter might furnish further in- 
teresting information to retailers who have 
not maintained a lobby in Washington. The 
recent statements of the Federal Trade Com- 
mission are not at all pleasing to retail mer- 
chants and indicate underground rivers that 
are apt to undermine present methods of dis- 
tribution. 

A Washington letter in this issue of HARD- 
WARE AGE, page 60, goes into this matter 
very clearly. It should be read by every 
hardware dealer who believes that the cata- 
log houses demoralize business by cut prices. 

If we interpret the ruling of the Federal 
Trade Commission correctly, the dealer who 
stands up in a state hardware convention 
and tells how he is doing his everlasting best 
to keep the catalog houses from grabbing his 
customers will be liable for the practice of 
“Restraint of Trade.” 

The Federal Trade Commission — has 
warned the harness distributors rather 
sharply. It looks, to a lot of dealers, as 
though the members of this Commision had 
been paying too much attention to advice 
from prejudiced people. However, their 
warning has been given; and if their state- 
ments stand, hardware dealers may have to 
dance to new music. It is a tough proposi- 
tion for merchants to be forced to dance to 
a funeral dirge, but the Federal Trade Com- 
mission has said it must be. 

The power and influence of the catalog 
houses has never been more clearly a menace 
to the retail merchant than it appears in the 
light of this ruling. Many hardware mer- 
chants of influence are going to read the 
Washington report this week and the Fed- 
eral Trade Commission will probably hear 
from a trade that is not accustomed to sit 
quietly with folded hands while trade de- 
moralizers and price cutters are encouraged. 


The Food Problem 


HE price of food to-day is the most potent 

factor in the high cost of living, and the 

seriousness of the situation is due to the 
fact that it is not brought about by any searcity 
of food in this country. 

So far as we are concerned there is an abun 
dance of food in the United States. The harvests 
of last year were very large, and in this connee 
tion it must be remembered that the usual method 
of comparison of one year’s yield with another 
by the total production of all grains is particu 
larly foolish and unintelligent, for the simple 
reason that excepting wheat and rice there is a 
very small proportion of any grain which we 
raise used directly for human food. Less than 
5 per cent of corn and oats is used, and the re 
maining production is largely consumed as feed 
for live stock and poultry. Wheat is the real 
cereal of comparison for human food, since very 
little of it is fed to live stock and poultry, and the 
remainder, save that reserved for seed, is eaten 
by human beings. In 1918 the wheat crop was 
300,000,000 bush. greater than in 1917, and we 
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shall have all we need for our own consumption 
with 250,000,000 bush. for export, and still about 
50,000,000 bush. carried over into the next har- 
vest. 

There are vast stores of canned goods and food 
products of various kinds in cold storage. There 
are more meat animals, sheep, hogs and cattle 
in this country than for several years. 

There are also today more dairy cows and 
more poultry in the country than ever before. 

With all these facts, and they cannot be gain 
said, the very natural question arises as to the 
cause of the present high cost of food. One rea 
son that is passing away was the general at 
mosphere of war, which was made an excuse for 
the general high prices of all commodities. An 
other is the very great prosperity caused by the 
war, which resulted in generally higher wage 
and a much increased purchasing power among 
the many. This always results in greater con 
sumption of food, especially meat and dairy and 
poultry products. There is also the unprece 
dented foreign demand which has so far depended 
largely upon us for supply. 

Feed for livestock and poultry is also high, 
which keeps up the price of these products. 

The crux of the situation, so far as this coun 
try is concerned, lies in the Government guar 
auntee on wheat, and the Government month by 
month fixing the price on hogs. 

There is no longer any question as to the abun 
dant supply of wheat in the world to take care 
of all the needs of hungry Europe. Not only 


have we a large surplus, but so has Canada, 
Australia, India and the Argentine. It is only 
a question of ships to transport this surplus to 
Kurope, and they should be more and more avail 


able from now on. 

We shall, of course, have to keep our guarantee 
to the farmer, but the question is as to the form 
of this guarantee. It is very sure that consumers 
are liable to raise this point when they realize 
that wheat for export to Europe is selling at $1 
per bushel to-day less in Argentine and Australia 
than in this country. One proposition, there 
fore, is that the Government shall allow the price 
of wheat to be governed entirely by the law of 
supply and demand, which wil] result in a much 
lower price in the open market, and pay the 
farmer direct the difference between the market 
price and the Government guaranteed price. 

The Government arranged price on hogs was 
apparently based on the great demand = from 
abroad for all meat products, the great depletion 
of all live stock in Europe caused by the war, 
and the consequent desire to encourage the 
farmer to raise an abundant supply by offering 
him a sufficiently high price. 

If the Government alters the form of its guar 
antee on wheat to the farmer, thus still keeping 
entire faith with him (and also confirms its recent 
action of removing its price on hogs) it is pet 
fectly obvious that there will be an immediate 
decline, not only in the price of all grains, all 
meat products, but probably in dairy and poultry 
products, and also in feed for live stock, as the 
prices of these commodities always move it 


m 
pathy with each other. It is equally obviou 

therefore, that unless the foreign demand from 
a hungry Europe that must be fed is far greater 
than now appears, that the removal of Govern 
ment regulation on food products must soon come 
and that the natural laws of supply and demand 
must be allowed to resume their sway as one of 
the most potent factors in reducing the present 
high cost of living. 
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Mflice of 

New 

YROPHECIES may be easily made and are uncer- 
tain, but experienced men of large affairs are re- 
ponsible for some of the accompanying statements, 


and, as such, are entitled to consideration as reflecting 
their observations and conclusions. One of them con- 
cerned with the operation of two factories making 


standard goods of wood and metals, having a capital 
of $2,000,000, annual sales exceeding $2,000,000, and 
over three-quarters of a century of existence, says that 
they are working on the basis of an expected large 
future busine That they are hiring additional help 
of suitable character whenever possible, despite the 
people parading in Bridgeport and Waterbury, Conn., 
for instance, with banners and legends asking for work. 
The company wants especially more machinists, tool- 
makers and brazers. They are following the same pro- 
gramme as in 1915, when their plants were operated 
on full time, although there were manufacturers then 
complaining of dull business and working on half or 
a third schedule. They are also buying raw material 
liberally and accumulating a large well-assorted stock 
without attempting to determine just when the orders 
will come, except that they are expected in the not 
distant future. They do know that when customers 
really want merchandise they usually order where they 
are reasonably sure of getting it. 

At a meeting in Washington, several weeks ago, dur 
ing the consideration of building loans, the statement 
was made that there were needed now in the U. S. A. 
1,000,000 homes which if the cost averaged $5,000 each, 


would total $5,000,000.000. With this was coupled the 
tatement that there is likewise a dearth of stores 
and office accommodations. A representative of the 


building industry said recently that even paying pre 
vailing prices for ground and present costs for labor 
and material, investors could get 15 to 20 per cent return 
now, although they might have to take some loss later. 
Building permits reported in February were from two 
to three times those of the corresponding period in 1918. 


Brass and copper are cheaper now, but a large stock- 
holder in a mine in Arizona employing 3500 men, says 
that with ingot copper selling at 15c. and less per 
pound, even if it goes to l3c. it is a good investment. 
According to his belief within the next nine months 
copper will bring about double the present price. He 
ays that copper now being marketed costs 17%4c. per 
pound at the lowest, to produce, as contrasted with a 
pre-war cost of less than 9c. Another of his observa 


tions is that when considering the cost of mining copper 
the commissary department must be kept in mind. In 
their own mine before the war it cost $1 per day to 
feed the men; now their average last year was $2.65 
per individual. The operatives have come to demand 


a day, and the report of one of their ac 
that the average time men remained on 
their payroll was two days, which necessarily increase 
the cost of production. That meant that there were so 
many jobs waiting that they had become indifferent and 


moved about freely according to their whim 


pastry twice 
countants was 


In this connection it must also be remembered that 
the Central Empires and Northern neutrals are. and 
have long been bare of copper, but until the embargo 
is lifted by the joint action of the Allies, which the 
United States cannot do alone, there is no way of 


upplying that important part of Europe 


These statements are offered for what they are worth, 
a uggestions from serious and well-informed men, 
having contact with large affairs, the value of which 
all must determine or check up for themselves. Cer 


tainly millions of workers have been killed, maimed and 


‘ 


incapacitated since August, 1914, who were producers, 
while the newcomers as an offset are consumers and 
long will be. Also there must be a huge amount of 
reconstruction and readaptation of producing forces 
suitable for peace times. 

Linseed Oil.—The recent advancing market has stim- 
ulated somewhat more freedom in buying, but the bulk 
is not large. The pivotal point is that of supply and 
the possibilities of transportation overseas of raw flax- 
seed from Argentina, where harbor work has been held 
up by strikes for over two months. There has been, 
notwithstanding the strike interferences on the River 
Plate, a very moderate quantity of seed shipped, and 
there are other limited quantities of seed loading or 
about to load for the U. S. A. This movement is re- 
stricted in operation so far as ships are concerned. 
If the strike should be called off in the near future there 
is so much congestion in Argentine ports that the pros- 
pect of practical relief will necessarily be deferred. 
The Argentine government’s minimum price on linseed 
for export seems to be established, we are advised, and 
will not admit of any cheapening in the cost of flaxseed 
to crushers in the United States. 


Linseed oil, raw, city brands, in 5 or more bbl. is $1.53 
ind Jess than 5 bbl, $1.55, with carload lots at $1.50 per gal 

State and Western oil, in carloads, $1.50 and in less than 
carloads, $1.53 per gal 


Wire Nails.—Buyers are holding off and trade has 
hecome quite slack. Consumers seem to think that 
prices will decline and are awaiting developments. Some 
of the largest producers of wire nails say that there 
will be no lower figures until there is a decrease in 
labor costs. There is a better delivery of wire nails, 
from the mills, but as yet, we are told, no over supply. 


Wire nails, in store, are $4.50, and delivered to the jobber, 
$4.65 base per keg The delivery charge ha been increased 
because it is elnaimed that L0e. per keg will not cover the 
price of delivery 

Cut Nails.—The supply of cut nails is still exceed 


ingly meager and we learn of no change in strike con 
ditions at one of the two principal mills, which has 
been in progress for many weeks. One merchant, learn 
ing that the National Government had some surplus 
cut nails on hand, less than 2000 kegs, immediately 
purchased the whole lot, but found there was less than 
half of the quantity specified that could be delivered 
promptly. There is a good export business possible 
whenever the nails can be furnished, but there is no 
disposition to place orders until there is a possibility 
of their being executed. 

are held at $6 base 
according to circum 


per keg, although they often 


tances 


Cut nail 
Dring dh 

Naval Stores.—There is an improving tendency in 
turpentine through slight gains in Southern primary 
markets, although sales are light. 

The local turpentine market is steadier and some 
what stronger, with a more active demand from variou 
quarters. The diminished shipping facilities serve to 
keep stocks at a low level. 

Turpentine, in id, ranges at 7O@70'l4c. per gal 
rather better demand in rosin for 
The belief is that there 
to dwindle 


There has been a 
the execution of hurried order 
are consumers who have allowed their stock 





to such an extent that they must be replenished at once 
Ktosin, common to good strained, in ird, on the basis of 
lb per bbL, is $12.20 and D grade also $12.20 per bbl 
Rope.—The rope situation is much mixed and very 


uncertain. Before the more recent advances there were 
ome contracts placed at relatively low prices, which 
has within a few days led to a decline of 4c. per pound, 
base, on all grades of manila rope, and 2e. per pound 
The reductions now 


base on all qualities of sisal rope. 
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have been made to stabilize the market, because of 
what resulted in demoralizing irregularities. The diffi- 
culty is as to what is going to happen in the price on 
manila fiber in the Philippines. Business in local 
territory is slow, largely because of the harbor strikes 
among longshoremen and other boatmen. Vessels 
come in and cannot get out again for lack of coal and 
other supplies. The opinion is expressed that rope 
prices are likely to remain as now fixed for some time, 
hut the same people say one man’s prophecy is as good 
as another’s and is not much better than a guess, after 
all. 





Manila rope, in, diam. and larger, highest grade, is 27c. ; 
econd grade, 26c. and hardware grade, 24c. Sisal rope, ™% in, 
diam. and larger, highest grade, is 2% and second grade 
Oc, base per lb. Sisal, hay, hide and bale rope medium and 
oarse, are, first quality, 2344c¢. and econd quality POLL « 
base per Ib Sisal, tarred, medium lath yarn, first quality 


3c. and second quality 20c. per Ib. base 


Window Glass.—Notwithstanding the long-continued 
dull trade or absence of almost any business, experi 
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TTS HE local hardware market reflects very little change 
| during the past week. There have been few price 
changes, and the manufacturers seem to be holding firm 
on the majority of lines. There are occasional items 
in which the jobbing prices vary, but the variations are 
due mainly to purely local conditions. 

Reports from prominent retailers in various parts of 
the Chicago territory are to the effect that business 
is better than during the corresponding period of last 
year, and jobbers report a like increase. There has 
also been some improvement in the buying of merchan 
dise for spring and summer, although the general policy 
of the retailer is still one of purchasing for immediate 
requirements only. 

According to the local jobbers, there has been a de- 
cline of approximately 10 per cent on miscellaneous 
cast pulleys, such as awning and screw pulleys. Sheet 
copper is also down 1c. per pound since our last report. 
Lead shows a slight advance, but there is a weakness 
apparent in tin. Local jobbers have dropped the price 
of solder 2c. per pound, but babbitt metal is unchanged. 

Standard proof coil chain is more easily obtainable 
than for some time past, including the smaller sizes, 
which until recently have been very scarce. This type 
of chain is now wholesaling in Chicago, % in. base, 
at 11 '%c. 

Local jobbers are closing out for the season on sap 
spouts, and will probably buy no more at present prices 
as the season is practically over. Spring merchandise 
is moving out somewhat earlier than usual this year, 
particularly sporting goods lines. Automobile acces 
sories are also selling freely, with every indication of 
a banner season. Pleasure cars are selling in good 
volume, and according to local dealers handling acces 
sories, each new car is good for at least $75 worth of 
accessories during the season. 

The barb wire and nail situation is practically the 
same as for some months past. Shipments are com 
paratively slow, and neither dealers nor jobbers have 
anything like normal stocks. Naturally sales of wire 
nails are slow as yet, but the increase in building per 
mits indicates a better demand in the near future. The 
consumer demand for barb wire is good, particularly 
in the wheat growing districts, and local jobbers have 
difficulty in keeping pace with it. 

Sash weights have taken another drop of $1 per ton 
from local jobbing stocks, and dealers appear to expect 
still further declines. 

Collections are fully up to normal and cash sale 
are good, 


Chicago 


Axes.——There is still a fair demand for axes, although 
the volume of sales is below that of a few months ago. 
Prices appear firm. 

We quoteefrom jobbers’ tol fob. Chicago: First qual 
t nile bitted axe t-Ib. to 4-Ib fla per 


Alarm Clocks. 
the effect that 


dozen base 

Reports from the retail trade are to 
stocks of alarm clocks are still below 
normal, with a heavy consumer demand. With the 
opening of the spring farm trade sales will probably 
increase. The manufacturers hold out no hope of lowe 


prices, declaring that skilled labor is still searce, and 
that the costs of manufacture have not declined. Price: 
are same as last quoted. 

We quote from jobher tool fob Chienro Th Arner 
i Alarm ¢'loel in le than dozen lots, $11.04 per doz 
dozen lot £10.64 per doz cuse lot of 4 doz $10.87 pret 

doz. lookout Alarm Cloel le than dozen lot $1 
doz.: dozen lot $13.46 per doz; case lots of 2 doz, $13.07 
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enced merchants say they do not see any present pros 
pects of lower prices. The reason given is that skilled 
labor is continually pressing for money and 
trained men form a large proportion of the glass-pro 
ducing forces, with not much prospect of reductions 
before next fall, if then. What may occur at that time 
is too far away to anticipate now. There are plenty 
of specifications in hand and there is considerable fig 
uring, but even with more buildings erected in the near 
future, glass will be one of the last 
into new construction. There is likely to be more 
building, however, from signs becoming’ more evident 
every day, but investors who have made money in the 
last few years are waiting because of the labor situa 
tion. 
Window 


more 


commodities to go 


glass prices are the same as they have been, 


because the goods cannot be replaced at as low prices 
as they were bought for, merchants say. 
Single trength A and B ill iz if per cent clornbele 
trength A. all size oo oper cent tnd double trenuzth 
ize Sto per cent from jobber list 
per doz Pattoo Alarm Ctloel dozen lot ‘ oy le 
CHse lot of a0) ers yy lo Slu bb top t radium 
dial, dozen tot $3 per ado Big Ben and Bal Ben ; 
weh 


Coal Hods.—There is a normal demand for coal hods, 
although sales are naturally lighter than during the 
early winter. Jobbers have no surplus stocks and are 
taking orders subject to amounts on hand. 


We quote from jobbers’ toch fol, Chieago: Japa ! 
open hod, bo-in $4.65 per doz It-in So per doz 1i-in 
$5.55 per doz galvanized open hod It-in., $ | do 
17-in ‘ ry per doz }S-in $9.50 per do O-in, $1726 per 
doz galvanized funnel hod 17-in 410 per doz 1 ' 
$11.40 per doz japanned funnel hod, 17-in $7 per doz 


Babbitt Metal.—Babbitt metal sales are about 
for the season, but are expected to increase materially 
within the next few months. There has been a slight 
increase in the price of lead, but this has not as yet 
been reflected in local babbitt prices. Stocks 


normal 


in general 


are somewhat below normal, but no shortages are ap 
parent. 

We quote from jobber toel f.o.b. Chieago: Standard 
babbit metal, im full boxe a) per tb Revenoc brand, in 
full boxe Ike. per Ib 


Coil Chain.—Local jobbers report a somewhat better 
supply of standard proof chain, including the 
smaller sizes, which until recently have been practically 
off the market. 

We quote from jobber toch fob. Chiearo 
oof coil chain in. base, Tlloe. per Ib 


coil 


tandarad 
Clipping Machines (Horse and Sheep).—Jobbers re 
port an exceptionally good business in horse clipping 
and sheep shearing machine Retail dealers in many 
parts of the country are already feeling the demand, 
and reports from the sheep raising districts indicate 
that the growers are realizing the saving of wool ef 
fected through the use of shearing machine Local 
jobbers have good stocks at the present time, but are 
advising dealers to place their orders at once a hort 
ages usually develop toward the latter part of the sel 


ing’ season, 

We quote from jobber tol f.o.b. Chieavo Jo. 1 ball 
bearing hor clipper BG l enel Vo horse ¢ pper, 
14 list ¢ I heep-shea ' 1 wl 

% 14 list eae rnd lk | ‘ Ihe 
th price il t di f pret ! Vn lat 
datin 

Eaves Trough and Conductor Pipe—There is a very 
healthy demand for eaves trough and conductor pipe, 
as the open weather is ideal for repair work. Jobbing 
tocks are in good condition and deliverie from the 
manufacturers are very satisfactory Prices are un 
changed and appear firm 

We ylic from jobl t { ] Chie 

ive conductor pope > t per 1oo tt it ornate 

Files.—There is a good demand for files and retail 
tock in veneral are below normal. The manufac 
turers are holding prices firmly, but there are instance 
where jobbing prices have varied. 

\\ colybver ton f tI «') 

fron tandarad | cholee 

\ or n o-10 I) ton po-10 ttl | 


Glass, Putty and Glaziers’ Points.—The trade in win 


dow vila is very dull, and reports from the Ea are 
to the effect that if the demand dos not improve the 
manufacturers will not attempt to turn out much addi 
tional stock until later in the season It appears prob 
able now that the window glass production for the year 
will be only about 50 per cent of normal Une build 
ing picks up the supply will be ample, but a return to 
anvthing like normal building would probably mean 
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shortages of glass in this territory as stocks are gen- 
erally low. 

We quote from jobbers stocks, f.6.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double-strength 
A, 79 per cent off 

We quote from jobbers’ stocks, f.o.b. Chicago: 
100-Ib. kits, $4.25; glazers’ points, No. 1, No. 2 
1 doz. to a package, 60c. per pkg. 

Cotton Gloves and Mittens.—Jobbers report a good 
demand for cotton gloves and mittens for future de- 
livery, due in all probability to the recent price decline. 
Retail sales are lighter than usual for this time of the 





Putty, in 
and No. 3, 


year. Prices are same as quoted last week. 

We quote from jobbers, stocks, f.o.b. Chicago: Standard 
7-oz. knit wrist cotton gloves, $1.65 per doz; Standard %$-oz 
knit wrist cotton gloves, $1.80 per doz 


Guns and Ammunition.—There is little change in the 
gun and ammunition market. 30th jobbers and re- 
tailers report stocks below normal, with indications 
pointing to a good selling season despite the war tax. 
Quotations of local jobbers show no changes in list 
prices but the discounts carry a plus 10 per cent. 





We quote from jobber tocks, f.o.b. Chicago: Single bar- 
rel shotgur 1l2-gug 30 or 32 in. barrels with plain extrac- 
tor, $7.50 each \ automatic ejector, $7.85 each; 12-gage 
louble-barrel gun with hammer, $14.50 each; hammerless, 
$17.50 each 

No. 22 snort semi thousand ; 


mokeless cartridges, $5 per 
6 


No 32 hort 









emi-smokeless, rim fire, $11.7 per thousand ; 
No, 22 long semi-smokele $6 per thousand; No. 82 long 
emi-smokels rim fire, $13.50 per thousand I) scounts 20-5 
er cent Veter target shells, smokeless, 3 drams powder, 
1% oz. shot. 1 to 160, $40 per thousand; Peters, Referee semi- 
smokele 3 drams powder, 1 oz. shot, 1 to 10, $37 per thou- 
sand Discount 20-24% plus 10 per cent 


Galvanized Ware.—Quotations of local jobbers show 
1 few slight changes in prices of galvanized wares, but 
none of any great import. There is a good demand for 
tubs and pails for immediate shipment, but the indi- 
vidual orders are comparatively small, indicating that 
the dealers are still expecting a lower price level. 


We quote from jobber tock f.o.b. Chicago Standard 
va ized tubs, No. 0, $8 per doz.; No. 1 $10 per doz No 
» $11 t 7 No. 3, $13 per doz medium grade, heavy 
ralvanized tub No. 100s, $15.75 per doz No. 200s, $17.50 
per do J¢ 0 $1950 per doz.: common gulvanized pails, 
X-at, 1 doz 1O-qt., $3.50 per doz Y-qt., $3.75 per 
| 14-qt., 150 per doz 16-qt., $5.50 per doz 


Wood Handles.—Jobbers report a very limited supply 
of wood handles on the market, with prices very firm. 
Shipments from the makers are not showing any 
marked improvement, and it is doubtful if stocks get 
back on a normal basis for some months to come. Prices 
are same as quoted in last report, and are firmly held 
by local jobbers. 


We quo ! obbers’ stocks, f.0o.b. Chicago: No. 1 hick 
” uxe handle ,75 per doz.; No. 2 hickory, $3 per doz. ; 
extra qu t hicko $4.50 per doz.; No. 1. railroad pick 
hand! 0 per d cond growth hickory hatchet and 
hammer hand! l4-in., $1.50 per doz medium quality, 14 
in ec. per doz 


Lanterns.—According to local jobbers, the manufac- 
turers of lanterns have bought their tin plate for the 
year and are now making it» up into lanterns. Prices 
are guaranteed up to Sept. 1. Lanterns did not ad- 
vance in proportion to many other items made of sim- 
ilar materials, and will therefore probably take lighter 
declines when prices are generally reduced. Local job- 
bers have recently issued revised prices on lanterns, 
none of which, however, affect the competition lanterns 
which we quote. 

We quote jobbers’ stocks, f.0.b. Chicago 
lantert No. 0 tubular, $6 per doz.; No, 2 tubular 
$8.65 per doz 


Competition 


cold blast, 


from 


Lace Leather.—Lace leather is in good demand from 
the manufacturing centers, but the demand from the 
agricultural districts is light as yet. With the opening 
of spring farm work, sales in those localities will un- 
doubtedly increase. Jobbing stocks are in good condi- 
tion and shipments are being made promptly. 


We quote from jobbers’ tocks, f.o.b. Chicago: tawhide 
lace leather, %-ir $1.65 per 100 ft.; %-in., $2 per 100 ft 
hrome lace leather, %-ir $1.20 per 100 ft Vy-in., $1.50 per 
1OO ft 


Nuts and Bolts.—Reports from the makers are to the 
effect that the demand for nuts and bolts has fallen off 
considerably during the past six weeks. At present it 
is said to be only about 40 per cent of capacity. Some 
of the smaller makers are said to be granting conces- 
sions, although the larger makers are holding prices. 
As to the future, it is conceded that if raw material 
prices come down the prices of nuts and bolts will be 
reduced. The spring demand on the retail hardware 
dealer has not really commenceti as yet, and retail sales 
are comparatively light. 

We quote jobbers’ stocks, f.o.b. Chicago: Machine 
10-10 per cent off; larger sizes, 30 per 
) cent off; 


from 


bolts up to % x 4 inm., 
bolts up to ™% x 6 in 40 per 


eent off carriage 
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larger sizes, 25-5 per cent off; box pressed nuts, square, $1.0; 
off, and hexagon tapped, 85c. off per 100 lb.; coach or lag 
screws, gimlet points, square heads, 40 per cent off. 

Nails.—The local consumer demand for nails is very 
light, but there are indications of heavier sales in th¢ 
near future. The makers declare that there is no profit 
in nails under existing manufacturing costs, and are 
holding prices firmly. Jobbers and retailers do not 
seem inclined to stock ahead, however. Shipments from 
the mills have shown some improvement during the 
past few weeks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
Wire nails, $4.30 per keg base; cement coated nails, $4.20 per 
keg base. 

Oil Heaters.—Sales of oil heaters have proved a dis 
appointment to both jobbers and retailers this season 
on account of the unusually mild weather. Practically 
all the retail dealers in this section will carry some 
heaters over, and the manufacturers and jobbers have 
also accumulated surplus stocks. 

We quote from jobbers’ stocks, f.0.b. Chicago: No. T-24 
blue polished steel body oil heaters with heavy steel front 
capacity 38 qt, $3.80 each; No. T-21 polished sheet ste 
body, black japanned finish, with safety fount, capacity 3 qt 
$4.40 each; No. T-31, capacity 1% gal., $7.15 each. 





Roofing and Building Paper.—There is a fair demand 
for roofing and building paper for repair work, but no 
large orders are to be expected until the building trades 
resume activity. Local jobbers express the belief that 
an unusually heavy demand for prepared roofing is im 
mediately ahead of the trade, including the normal 
spring demand and the demand caused by resumption 
of building. Prices remain as last quoted. 

We quote from jobbers f.o.b. Chicago: Certain-teed 
roofing, One-ply, $1.55 per sq.; Certain-teed roofing, two-pl) 
04 per sq Certain-teed roofing, three-ply, $2.55 per sq 
Major roofing, ‘one-ply, $1.28 per sq.; Major roofing, two-ply 
$1.69 per sq Major rooting, three-ply, $2.10 per sq.; Sentinel 
one-ply, 538c. per sq.; Sentinel roofing, two-ply, $1.04 
Sentinel roofing, three-ply, $1.25 per sq.; tarred felt 

rosin paper, $47 per ton. 


stocks, 





roofing, 


$2.60 per 100 lb. ; red and gray 


Razors and Blades.—There is little of note to report 
in the market condition of razors and blades, as the 
situation is practically the same as for several weeks 
past. Local jobbers report some shipments of Gillette 
razors, but the shortage of Gillette blades is very ap 
parent. Auto-Strop razors and blades are arriving in 
good volume and are rapidly being absorbed by the 
trade. The demand is heavy, particularly for blades 
Jobbers report that there is still more or less of a short 
age in the old open blade razors. 

We quote f.ob. Chicago: Full hollow 
ground, open square point, flat rubber handles 


* stocks, 


from jobber 
blade razor 


$17.25 per doz three-quarters hollow ground, square point 
oval rubber handles, $14.75 per doz, 

SAFETY RAZORS We quote from jobbers stocks, f.o.b. Chi 
cago, follow Gillette, $45 per doz Auto-Strop, $45 per 
doz.; Gem, in one doz. lots, $8.40 per doz; 3 doz. lots, $8 
per doz Inver-Ready, in one doz. lots, $8.40 per doz; 3 doz 
lots, $8 per doz 

BLADI We quote from jobbers’ stocks, f.o.b. Chicago 
(em, in 1 doz ets, 7 blade to a set, $4.20 per doz. sets 
ISver-Ready, 1 card containing 1 gro blades, % doz. to a 
package, 24 packages to the card, $6.72; Gillette, in 1 doz 
packages, 6 blade to the package, $4.50: Gillette, 1 doz 
package 12 blade to a package, $9; Auto-Strop, No, 6101. 
in doz packages, 6 blades to a package, $4.50; Auto-Strop 


No. 610, in doz. packages, 12 blades to a package, $9 


Rope.—Rope prices took a big drop this week, manila 
rope declining four cents a pound and sisal two cents a 
pound. Local jobbers report fair sales, although deal 
ers generally in this district took advantage of the 
recent low prices on manila rope. 

We quote from jobbers’ stocks, f o.b. Chicago No. 1 Manila 
rope, 31'4%c,. per Ib... base; No. 2 Manila, 30%ec. per Ib., base 
No, 3 Manila, 28!4c. per Ib., base; No. 1 sisal, 25'44c. per Ib 
No. 2 sisal, 22%c. per Ib 

Skates (Ice).—Dealers in the country districts report 
the season for ice skate sales practically over, but in 
the larger cities where there are in-door ice rinks sale 
are still heavy. Jobbers have only light stocks on hand 
and are accepting orders subject to those stocks. 

We quote from jobbers’ f.o.b. Chicago: gSarney & 
Jerry lever clamp, No, 30, bright finish, men’s skate GH 
per pair; nickel, 90c. per pair; key clamp, No. 112, nickel 
plate on cast steel, $1.10 per pair; No, 122, niekel plate on 
hardened steel, $150 per pair; key clamp hockey, No. 612-B 
cast steel blade, $1.25 per pair; No. 662-B, special tempered 
teel blade, $2 per pair; women’s clamp pattern, No. 72% 
nickel plated welded tool steel blade, $1.50 per pair; women’ 
hockey, No. 77244C, $1.20 per pair; women’s half kev clamp 
rocker, No. 310-B, cast steel blade, bright finish, $1.25 per 
pair; No, 372, welded tool steel blade, $2.10 per pair 

Spark Plugs.—Reports from all sources indicate that 
sales of spark plugs were never better. The manufac 
turers report not only a heavy domestic demand but 
also a large demand from export sources. Retail sale 
are good and jobbers report a good volume of repeat 
orders. 

We quote from 


stocks, 


stocks, f.o.b. Chicago Hercule 
Giant, any quantity, 60c. each; Hercules Junior, lots of 1 t 
100, 40c. each; Hercules Junior, lots of 100 to 150, 37% 
each: Hereules Junior, lots of 150 upward, 35e 


jobbers’ 


each 
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Sand Paper.—There is little retail demand for sand 
paper at this time, but sales are expected to increase 
very materially during the next six weeks. Stocks are 
normal and prices stable. 

We quote from jobbers’ stocks, f.0.v 
No. 1 sand paper, best grade, $5.40 per ream; 
$4.85 per ream, 

Solder.—Local quotations on solder have declined 2c. 
per pound since our last report. This is due in a 
measure to the weakness of the tin market. Lead has 
taken a slight advance, but not enough to materially 
affect solder prices. The demand is good, as there is 
much repair work in progress. 

We quote from jobbers’ stocks, f.o.b. Chicago 
0-50 solder, in box lots, 40c. per lb.; No. 1 plumbers’, 
lots, 34e. per Ib. 

Roller Skates.—There is an unusually heavy demand 
for roller skates already apparent, which will undoubt- 
edly increase as summer approaches. Jobbers are 
urging dealers to anticipate their wants and have the 
stocks on hand to meet the demand when it comes. 
There is no shortage apparent as yet, but the demand 
is keeping the local jobbing stocks continually on the 
move. Local jobbers are heading quotations: ‘These 
prices include war tax, if any.” Local quotations are 
same as last week. 


Chicago, as follows: 
cheaper grade, 


Warranted 
in box 


, f.o.b. Chicago 
ball bearing, 


We quote from jobbers’ stock 
ron or Barney & Berry roller skates, 
per pair; girls’, $1.90 per pair 

Steel Sheets.—While the market on sheets is fairly 
steady, there is a general feeling among the retail trade 
that lower prices will soon be in effect. Local jobbers 
report comparatively light sales. 


hither Con- 
boys’, $1.75 


From warehouse stocks, f.o.b. Chieago No. 10 blue an 
nealed sheets $5.17 per 100 Ib No. 28 black, $6.22 per 100 
lb.; No. 28 galv., $7.57 per 100 Ib 


Sash Weights.—There is little demand as yet for sash 
weights, but present indications point to a fair demand 
when the building season opens. The makers are con- 
fident that the demand will be exceptionally heavy dur- 
ing the coming summer, but retailers say that material 
and labor costs will have to be sharply reduced before 
any building boom is to be expected. Prices on the 
local market have gone down $1 per ton, and dealers 
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are still of the opinion that they are higher than is 
justified by general conditions. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash we ights 
in ton lots, $44 per ton; in than ton lots, $46 per ton 

Stove Pipe and Stove Board.—Local jobbers report 
a very good business on stove pipe and stove boards 
for future delivery. 

We quote from jobbers’ stocks, 
J 6-in., $14.50 per hundred; 28-gage, 6-in., $17.25 per 
hundred elbow 6-in heavy corrugated, $1.80 per doz 
6-in. medium corrugated, $1.50 per doz common adjustable 
$1.60 per doz ; , 
We quote from jobbers’ 
| stove board 


less 


wis f.o.b. Chicago Stove pipe, 
; 


Rage 


stocks, f.0.b. Chicago: Square erys- 
wood lined, 24 x 24, $11.05 per doz.; 26 x 26, 
S xX 28, $15.25 per doz 30 x 30, $17.15 per 
» $20.65 per doz.; 36 x 36, $24.65 per doz. Square 
stove boards, paper lined, 18 x 18, $5.90 per doz 
$7.15 per doz.; 26 x 26, $7.85 per doz.:; 28 x 28, $8.7 
30 x 30, $10.40 per doz 32 xX 32, $12.30 per doz 
35, $15.35 per doz Price ubject to 10 per cent dis- 
count in case lots 


Tacks.—Tack sales are light, but will increase with 














the opening of the spring moving season. Prices are 
unchanged. 

We quote from jobber stocks fob. Chicazo: Upholster 
ers’ tacks 6 0z., 25-Ib. boxe le. per Ib.: bill poster . 
6 oz., 25-lb. boxes 19¢. per lb 


Wheelbarrows.—Everything points to a good wheel- 
barrow business this spring, as there will be much new 
road and construction work if present plans are fol- 
lowed up. Prices are very firm and the manufact 
declare there is a minimum of profit at present quota 
tions. 


irers 


Kron obbers’ toc] fob. Chieare No f tubular bar 
row ill eel, $7.25 each; common tray or stave y bar 
rows, } ngle lag, garden barrow $4 } 


each ‘ 
Wire Products.—Local jobbers report a good dema 
for barbed wire and poultry netting, and say that 





BOSTON 


Office of HARDWARE AGt 
Boston, March 15, 191% 
EW England during the past week has enjoyed 

wonderful spring-like weather. The hardware 
fellow who is spending his hard-earned money in the 

Carolinas, Florida or California to escape the rigid 

New England weather is being stung. He _ possibly 

could not be more comfortable or have better weather 

than right here in this neck of the woods. Why, the 
weather has. been so fine that when you pass through 
the shipping room of a shelf hardware house and see 
poultry netting, wire fencing, shovels. rubber hose, 
and many other things that suggest gardens and out- 
of-door life, and then over the other side of the room 
see hundreds of fruit jars, while right at your feet is 
a box all sealed and marked ready for shipment which 
suggests flash lights, certain kinds of knives, fishing 
gear and loaded shells, there is a something that shoots 
through your whole system from your toes to your 
bald head, and you begin to think of green fields, 
the woods, fishing streams and a lot of other things 
associated with the back-to-nature stuff, and you 
wish And then your hand unconsciously slips 
into your overcoat pocket and you feel the old note 
book and you are brought back to earth and your job 
with a goshawful bump. Sut that brief moment of 
wandering was worth more as a tonic than a week in 

a Florida hotel trying to keep out of the rain and 

making yourself believe you are having a good time. 

Most local shelf hardware shipping rooms have been 
fairly busy places since last reports. More goods have 
passed through them than during any previous week 
this year. Individual shipments in a majority of cases 
have not been large ones, but there are plenty of small 
orders. In fact, some of the shipping rooms look as 
though almost every retail dealer in New England was 
buying something. It is difficult to find a jobber who is 
not satisfied with his lot these days. He is having 
his troubles, to be sure, and he appears to-day just as 
sure that hardware values are coming down as the 
average retail fellow is, but he is doing a great deal 

better business than anticipated and that fact helps a 

whole lot. In some instances the jobber is beginning 


nents are so slow as to prevent their accumu 
any surplus stock. Dealers report a good demand 
the farming trade, particularly in the wheat ra 
districts. The makers are holding prices firmly 

We quote from jobbe1 tor f ( i? 
tins ' ed before wen l 
van ad ter \V t 1 ! 

Wire CLorin-- We quot ( 
ea rn hb f 
rl 1 ! es fro " 
ire Vf ! i! dohi I ! per 
hundred higher 
to prune down operating and overhead charges as 
much as possible. Some of the help tak on during 
war days at comparatively high pric ! re 
placed by young men and bo who are tle 
and learn the business. And in other ways money i 
being saved and houses put in ord ild 
busine fall off the jobber will be le to m 1 good 
financial showing at the close of 1919 

The fact that a large number of retail hardware deal 
ers of late have been telephoning orders to the jobbers 
with requests for prompt shipnfents is proof enough 
that they are doing a good general busine The 
retail dealer has a new problem to solve Quite a 
number of hardware articles recently ordered from the 
jobber have had the excess war tax added to invoices. 
Naturally the retail dealer is obliged to ask more 


money for such goods. But the perplexing question ji 
} { ] 


shall the war tax be placed on articles already in stock 


in retail establishments. It is understood that quite a 
number of the retail trade are not in favor of adding 
the tax, but others feel that under the circumstances 


April 19 usually is ob 
parts of Ma 


they are justified in doing so. 


served as a holiday in most achusetts. 


This year the holiday falls on Saturday, and for that 
reason a great many of the retail hardware stores will 
be open for business as usual. Some, however, will 
close April 21, instead. 

The local heavy hardware jobbers are doing very 
well, notwithstanding market conditions outside New 


England Sut the bulk of new orders they receive are 
for small lots of miscellaneous and the buyer 
usually wants prompt deliveries ime the 


t"¢ od 


For 


ome 


jobbers have not bought any more stock from the mills 
than actually obliged. The result is that local stock 
to-day are low, considerably below the average, and 
disclose a poor assortment. The jobber is patiently 
waiting for some action to be taken regarding the 
ettlement of the price question. Sentiment here in 
regard to the question is badly mixed. For instance, 
quite a number of the jobbers feel that if prices on iron 
and steel were fixed for the balance of 1919, that 
business would greatly improve. Others feel that 
prices should not be fixed for more than three months 
at a time. And still others feel that local business, at 
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least, will not improve until iron and steel prices have 
declined to or about a pre-war basis. And again, a 
jobber here or there can be found who firmly believes 
that price is a secondary matter. They say that the 


cost of steel in construction is only 10 per cent of the 
total cost; that the cost of all material going into a 
building is between 25 and 50 per cent of the total 


cost; that of the total cost of construction 70 to 80 per 
cent is absorbed by labor. Since the armistice was 
signed the cost of building materials has declined 1 to 
2 per cent, while the cost of labor has increased as much 
or more. For that reason these jobbers cannot see how 
business can be better until labor is cheaper. Occa- 
sionally a jobber is found who firmly believes that if 
iron and steel prices were advanced instead of cut, 
that business would take on a new lease of life. 

Automobile Accessories.—The 5 per cent Govern- 
ment excess tax on automobile accessories has been 
automatically added to the price of all goods in this 
line by local interests. The demand for accessories is 
not especially good, but a marked improvement is an- 
ticipated after the automobile show here, which opens 
to-night and closes the 22nd. All of the local accessory 
people have exhibits at the show and salesmen will be 
in attendance most of the week to meet friends and 
customers. In automobile circles it is felt that 1919 
will be the banner year in the business. And indica- 
tions are that more garages will be operated this sum- 
mer throughout New England than ever before. It is 
not to be wondered at, then, that hardware houses 
handling accessories anticipate a big business during 
the next six months. 

Barbed Wire.—For the first time this season some 
of the local jobbers are getting orders for barbed wire 
to be shipped direct from the factory. The factories are 
shipping such orders in 10 days to two weeks, which 
would indicate that they are catching up on their busi 
Such orders, coupled with small shipments from 
the store, have made the past week the banner week 
of the season to date. But there is still a large hole 
in New England to be filled, and unless there should 
be an unexpected revision in prices, barbed wire should 
continue to sell well for many days. 


ness. 


We quote from jobber tocl Catch weight reels, $5.80 
per 100 Ib S0-rod reels, four point barbed, $5 per reel; plain 
two-pl twisted 0-rod reel $4.80 per reel taple $0.80 
per 100 Ib 

We quote f.o.b. factors SO-rod reel galvanized barbed 
wire, in le than carload lots, $4.06 per 100 Ib in carloads, 
$4.01 Two-ply twisted in. le than carload lot $3.76 per 
reel in carloads, $3.71 


Solts and Nuts.—The local jobbing trade is carrying 
a fairly good assortment of bolts and nuts, and for 
that reason are shipping goods just as fast as ordered. 








Business is still quite good, but there is no buying in 
large amounts. 

Machine bolt C. Tv. & D. nut {x % and smaller, 25 and 

per cent discount 14x % and larger, 20 and 214 pet 
cent discount with Fi BP. nut tx *% ‘and smaller 10 per 
cent discount 14%, x % and larger, 25 and 5 per cent dis 
count; commor urriage bolts, 6 x % and smaller, 35 per cent 
discount 8 % oand larger 70 and 5 per cent discount 
tap bolt list per cent Kagle carriage bolts, 60 pe 
cent discount wlts, large quantitic 60 and 10° per 
cent discount quantitic MO and 10 per cent discount 
bolt end 1) ent discount; tire bolts, 49 and 5 per cent 
discount emi-finished nut 9/16 and smaller, 60 per cent 
discount and ljarger OO and 10 per cent discount fin 

hed case hardened nuts, 50 per cent discount ny. P. quare 
blank in full keg, list plu le. per 100 Ib tapped, plus le 
hexagon blank, plus 1e tapped, plus te CP.c. & T. square 
blank, plus Ie tapped, plus Le hexagon, blank, plus Ie 
tapped, plus le 


been a decided slump in the local 
now appears that most of the 


There has 
chain. It 


Chain. 
movement of 


stock recently received and shipped out again applied 
to back orders that were not canceled. The jobbing 
trade does not look for an improvement in business for 


some time, and regulated their business in such a way 


that few of them have much stock on hand. 

We quote proof coil elf olored chain, in cask lot from 
jobber och Goin $17.10: ™% in 14.55: 5/16 fs 
813.55: % in.. $13: 7/16 in., $13: 1% in., $13 in., $13 per 
100 lb Cyuotati« on BB. twist lint ind long link chair 
furnished on apy ti 


situation has changed 
retail trade as a rule 


Cutlery.—The general cutlery 
but little since last reports. The 


is buyine with considerable care, notwithstanding the 
general belief that prices are not likely be lower for 
many months. There has been considerable talk within 
the past week of huge amounts of cutlery stored and 
ready for shipment to this country in Germany the 
minute peace terms are signed. Judging from talk 
we have had with retailers and jobbers it would be a 


difficult matter to place any quantity of German goods 


here at any price. The trade seems to feel that as 
more and more of the soldier boys return from abroad 
it will grow more and more difficult to sell German 
goods. There still appears a scarcity of scissors of all 


_ably good one this season. 





Hardware Age 


kinds, but jobbers apparently are getting almost all 
the other kinds of cutlery they desire, with possibly the 
exception of low-priced pocket knives. 


Snips.—Trimmer, No, 12, 97¢c. each; No. 10, $1.58; No. 9 
$1.72; No. 8, $1.95; No. 7, $2.45. Dental snips, No. 0, $9.80 
dozen; No. 1, $10.75. 


Heinisch and 
arp points), 3-in. 


Wiss goods, standard embroidery 
$8.85 list per dozen; 31'4-in., $9.20 





4 in., $9.50 Standard ladies’ (one round and on_=shary 
point), 4-in., $9.50 list per dozen; 5-in., $10.10; 6-in., $11.40 
Pocket (two round points), 4-in., $8.85 list per dozen; 414-in 






$9.20; 5-in., $9.50 Buttonhole, 4%-in., $11.40 list per dozen 

Manicure, 3%-in., $12.65 list per dozen. Nail, 344-in., $12.65 
list per dozen. 

SHEARS High-grade japanned, 6-in., $8.60 per dozen 

$9.20; 7-in., $9.70; 714-in., $10.25; 8-in., $10.80; 8% 

3.45 ; io- in., $16.70; ll-in., $18.85; 12-in 

; Popular ‘priced goods (warranted), all 

sizes, $4 per dozen. Low-priced goods, all sizes, $2 per dozen 

KNIVES gSutcher knives, standard make, 6-in., $4 pe 


dozen; 7-in., 
fll; 14-in., $14, 
PocKkET 


$4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., 


Standard make, $7 
Popular 


KNIVES 50 to $9 per dozen 


Hain CUTTERS kinds, plain cases, 75e. and $1.50 





each Fancy cases cost more. 

SAFETY Razors.—Gillette regular sets, $5; traveling set 
$16 to $27, less 25 per cent discount. Auto-Strop regular sets 
$5, less 25 per cent discount Gem, $1 sets, $8.40 in dozen 


and $9 in less than dozen lot 


dozen and $9 in less than dozen 
Cooking Ware (Glass).—Jobbers continue to have 
trouble in getting enough glass cooking ware to fill 


Iever-Ready sets, $8.40 in 


lots 


orders. New business is not as good as it was a fort- 
night or so ago, but the jobbers have enough back 
orders on their books to keep them busy for some 
time. 

We quote from jobbers’ stocks: C asse roles, round, 1-qt., 
$1S per dozen; 144-qt., $21 per dozen; 2-qt., $24 per dozen 
saking dishes, uncovered, 1-qt., $10.20 per dozen; 144-qt., $ 


$9 to $12 per 
$10.80 to $21 
60 per dozen 


per dozen; 2-qt., 
dozen Cake 
per dozen, 

Jobbers’ 


$14.40 per dozen, 
dishes, $9 per dozen. Bread pan 
Small baking dishes. $1.80 to $ 
terms are 30 per cent off list. 

Copper Base Goods.—Because the price of copper 
metal has dropped to a pre-war basis it is intimated 
that the demand for copper base goods is on the in- 
crease. But business is by no means as brisk as it 
might be, a fact generally attributed to manufacturers’ 
price lists, which in many instances are still considered 
too high by the retail trade. 


Pieplate 





Fishing Tackle—As already intimated, fishing tackle 
is beginning to move in fairly liberal volume. There 
is more open water in Sebago Lake, Me., to-day than 
there has been before in any recent season so early in 
the year. The entire upper section of the lake is free 
from ice and open water is found down as far as Frye 
Island and the mouth of Sticky River, both within sight 
of Sebago Lake Village railroad station. Salmon fish- 
ermen are unable to take advantage of these favorable 
conditions, however, as the open season does not begin 


until April 1. The manner in which fishing tackle is 
being taken by the retail trade would seem to indicate 
that a big fishing season trade is anticipated. 


Freezers.—Ice cream freezers are still selling well, 
and the market has every earmark of being a remark- 
Someone has tried to throw 
cold water on the market by circulating a story that 
many of the extract people will be obliged to go out 
of business because of the prohibition amendment to 
the Constitution. It is said on good authority that the 
Burnett extract people intend giving up the manfac- 
ture of this product, but so far as can be learned no 
other concern is contemplating any such move. Ice 
cream without extracts can be made, however, by 
using the various kinds of fruits for flavoring. The 
cream manufacturers themselves are expecting a record 
breaking summer trade, extracts or no extracts. 


We quote from jobber tocks: White Mountain freezer 
1-qt., $2 1 , 2-qt., $3.93: 3-qt., $3.60; 4-aqt $4.23; 6-qt., $5.37 
S-qt, $6 $85 12-qt $11.2h 15-qt., $13.35 20-qt., 
$17.31 20 each 





Galvanized Goods.—The demand for galvanized pails 
holds very steady, and prices are reported as firm 
Ash sifters are going very slow, as is to be expected 
at this time of the year. According to the latest press 
reports, the householder will be obliged to pay more 
for his coal later in the year. Granting this assertion 
true, ash sifters next fall and winter should go better 
than ever. 

Pat 


Common galvanized pails, light finish 
per dozen; 10-qt $4.20; 12-qt., $4.60; 14-qt., $5.1 
pails, heavy finish l4-qt., 50 Ib. to the 
dozen, lighter weight 14-qt., $6.75 
round rim, No. 19, $3 
without cover, $6.50 per dozen Rapid 
$8 per dozen Dover Safety No 
Rotary (Success), $39 per 


S-at., $3.70 
Commo 
dozen, $8.70) per 
SIrPTER Common 
Favorite, 
without cover, 
21 per dozen 


Glass.—The retail 
well. Some of the 
sales last month 


OM per dozer 
(all wire) 
with cove 
dozen 

demand for glass 


holds up very 


big houses say that over-the-counter 
for the 


were far in excess of those 
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corresponding month last year, and that so far this 
month they are running well ahead of 1918. The whole- 
sale‘market is showing more signs of life, but it is by 
no means active. 

We quote from jobbers’ stocks: Glass, single A and B, first 
three, SO per cent discount; above first three brackets, 79 pet 
cent discount from the list; double A, 80 per cent discount 
double B, 82 per cent discount; A and B quality by the light 
S0 per cent discount; single lights, 80 per cent discount 

Plain cathedral, 18¢. per sq. ft 
-in. thick, 20c. per sq. ft double 


monu 
ground 


Leaded Glass 
mental figured, 
23c. per sq. ft. 
Rough or rolled, 4%-in. thiek, l6e. per sq 


Skylight Glass 
' thick, 25c. per sq. ft 


ft 3/16-in. thick, 20c. per sq. ft.; Y-in 
Hose.—The garden hose market has by no means 
caught the swing of spring business, but retail concerns 
here and there are beginning to nibble, which is a very 
encouraging sign. 
We quote from jobbers’ stocks 


% in., Ide. Rubber hose, Leader, 4. im, Ibe.) %% in 
124%4c¢.; Good Luck, % in., 14 '4ec Milo, % in., li Bulldog 
(seven ply), ™ im, I8'4e Olympia (wire bound) % in., 
13 Add we. per foot if ordering in 2.5-ft 


3%c. per foot. 
lengths 

Job Lots.—Some of the local shelf hardware jobbers 
are still displaying job lots of goods which they are 
anxious to dispose of. But they say the rank and file 
of retail dealers cannot be induced to even look at such 
lots. Usually the jobbers have been able to clean up 
job lots quickly, but the average retail dealer is stick- 
ing as closely to popular goods as possible, and evi- 
dently does not care to take a chance on anything else. 

Lawn Mowers.—Lawn mowers are not selling espe- 
cially well, but jobbers expect an improvement in this 
respect around the first of next month. The average 
retail dealer carried over some stock last season, and 
indicates that he will not reorder until he has disposed 
of such goods. 


We quote from jobbers’ stocl Lawn mower 12-in., $4.65 


each; 14-in., $4.80. 16-in., $5 IS-in., $5.20 

Nails.—The demand for wire 
which indicates that repair and 
throughout New England is on the increase. The call 
for galvanized nails is especially good. One feature 
of the recent buying is the pronounced increase in orders 
for goods to be shipped direct from the factory. The 
factories are making fairly prompt shipments, which 
would indicate that they have cleaned up all old back 
orders. There has been less talk about lower wire nail 
prices than there has been before in the past two weeks 
or so. 

We quote from jobbers 


nails is much 
construction work 


tocks: Wire nails, $4.50 to $4.75 


base: from the factory, in carload jot $3.55 base f.o.b 
Pittsburgh; in less than carload lots, $3.75 base Cut nail 
from jobbers’ stocks Tremont, $5.80 base in carload lot 
$5.35 base, f.o.b. warehouse; in less than carload lots, $5.45 
Horseshoe nails, No. 5, $5.75 to $6.75 No. 6. $5.25 to $6 
No. 7, $5 to $5.75 No. S, $4.75 to $5.50 No 9, 10 and 11 


$4.65 to $5.35 Kor less than 25 Ib. of a size add Le per ib 

Papers.—There has been a pronounced downward re 
vision in prices on all kinds of paper. The new prices, 
coupled with an open winter that has allowed a great 
deal of repair work to be done earlier in the season 
than usual, and the revival in general building, all 
have encouraged freer buying of papers by the retail 
dealers. 


1 


We quote from jobber tocks: Common tarred paper, $61 
per ton; two-ply tarred paper, $1.15 per roll Blue sheathing 
paper, $62 per ton; Bermico, $65 per ton Roofing paper, 
one-ply, $1.40 to $1.55 per roll; two-ply, $1.71 to $1.91 per 


roll; three-ply, $2.03 to $2.28 per roll 
Poultry Supplies.—Poultry supplies of all kinds are 
going big. The pullets, encouraged by the unseasonable 
weather this season,, began to lay much earlier than 
usual. sy the time the large egg interests get ready 
to store eggs in quantities prices for eggs probably will 
be higher than usual, for the pullets by that time will 
be about through laying. This fact is encouraging the 
raising of chickens by people all over New England. 
Then, too, it is very evident that high dressed poultry 
prices have come to stay for some time. Fowls at 
42 to 48c. a pound in a retail store should prove an in 
ducement to anybody contemplating raising hens. Here 
is another thing that should help the sale of netting 
and other poultry supplies. We are due this summet 
to experience the famous seventeen-year locust. Al 
ready several farmers in Massachusetts, in plowing, 
have turned up nests of what resemble grasshoppers, 
and these are generally taken to be the locust. Many 
farmers are, therefore, planning to enclose large tracts 
of land with wire netting and turning loose hens therein 
to destroy the locust or grasshopper before it becomes 
old enough to damage crops that may be planted 
Netting prices are reported as firm as follows: 
hexagon, six uare poultry 


Galvanized netting 1 per 


cent discount, f.o.b. Pittsburgh, and 35 per cent diseount 
f.ob foston Pittsburgh freight to be added to invoice when 
rendered All orders taken to be for immediate shipment 


Garden cotton hose, Merit, 


better, 
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Rivets.—Rivets are selling moderately well. In fact, 
the heavy hardware jobbers say that in view of general 
market conditions they have no fault to find with busi- 
ness. 


We quote from jobber stoch Nor i iron rivets, 40 per 
cent discount tructural rivets, full kegs, $6.10 base per 
100 Ib 

Roofing Cement.—With the better call for roofing 


papers, there is an increased demand for roofing cement. 
The market is moderately well supplied with stock and 
the jobbers are, therefore, making prompt deliveries. 
Prices are reported as steady. 


We quote fron jobber toch Rooting cement i Ib 
containet i line per pound in wt b. cont net . per 
pound 


Rope.—All kinds of rope continue in fair demand, but 
the bulk of the buying is confined to small lots. The 
market, so far as prices are concerned, seems to have 
settled down into a rut. 

We quote fron 


jobber toch Minila, 3 pe pound base 


sal ae tarred lath i te 


Sandpaper.—The market for sandpaper is enjoying a 


normal demand, and as nobody is over-supplied with 
stock, prices hold very steady. 

We quote from jobber tock Best grade NO. OO<.0, $7.50 
per ream No, 3 $7.00 No. 1, $9 o. 1 : 10.50 No 
$12.15: No. 2%, $13.95: No $15.90: assorted, $10.50: sub 
ject to 10 per cent discount 

Star grace No. 00.0 $6.75 So . $7.20 No. 1 r 10 
No. | $9.15: No. 2. $1 
issorted, $9.50 per rean Ibject to O ame LO) pret cent al 
count on full package rial 0 per cent discount on broken 
package 

emery cloth and paper st retain th old t th 10 per 
cent discount 

Sash Cord.—The action of the raw cotton market 


since trading on the new basis was inaugurated would 
seem to indicate that the price of sash when 
there is a change, will go up. Of course, a great deal 
will depend on the ability of the sash cord makers to 


reduce operating expenses, and for that reason they 
are not inclined to hazard a guess on future prices. 
In the meantime, the demand for sash cord shows some 


improvement, according to the jobbers, but in this re- 
spect it has a long way to go before it becomes normal. 


We quote 
Samson, 90¢. per pound base: Silver Lake 





from jotbrbe toe Braided cotton ish cord 
lhoenix, 64 

Screws.—Since the last reduction in prices on screws, 
the market has been a shade more active, but the buying 
still continues of a hand-to-mouth order. It is bound 
to steadily increase, however, as the building program 
gets under way. 


We quote fron jobb t Wood ‘ flat head 
bright (> and 20 per ent discount fla ead blued jo cored 
0 per cent discount plu per « re I blued £ 
d 0 per cent d ou | i alot ! ii! 
ind ) per l u ned | t dobre ed 
} rnd ‘) pe ‘ al ournt flat and } Ir ( 

a 0 per cent discou irize t per t 
dlise int 

Cap and set rew I full package t i wir 
j vdle ( per cent ad i" quar tnd | y head 
cap Crew 0 per ent di unt fil t lh | ip rew 
ree 0 cent ad ount flat head cap per liseount 
round and button head ip per cent d ount In broken 
prareksapgee et, ineludin } alle 1 per cent discount quare 
ariel bie mon head cap per cent ad ount fi ter head 

O per t discount flat head « ip, O per cent discount 

round and button head cap, 10 per cent dis nt 


Shoe Findings.—One of the most prominent men con- 
nected with the local leather trade recently issued a 
public statement to the effect that prices on.shoes would 
remain high for a long time owing to the scarcity of 
high-grade leathers the world over. His remarks bear 
out predictions made here repeatedly in regard to the 
subject. Retail hardware interests, in a great many 
instances, have been iaying in a good stock of cut 
leather stock and strips, and judging from orders com 
ing in every day now others intend to do the same 
thing. Just so long as the price of shoes remains high 
the demand for taps and repair leather should continue 
excellent for more and more people will be obliged to 
do their own shoe repairing. 


We quote from jobbers’ toc} Tap mer light $1 per 
dozen medium light $1.65 medium heavy, $2.50 heavy 
$3.7 Women lizht ret per dozer medium heavy $1 
Price for bo taps correspond with those for women 

strip Hemlock (clean), 50 and 60c. per pound: branded 
ihe oak heavy, medium and light, 65e. per pound 


Steel.—Local jobbing interests are now allowing ™% 
per cent discount on all bills paid in 10 day In other 
words they are working nearer and nearer a net cash 
price all the time. Otherwise market conditions are 
much the same as reported heretofore. The demand for 
steel is quite good. In fact, the trade feels that it is 
good enough to warrant a continuation of present 
prices. But the jobbers will, of course, make any change 
necessary to conform with mill list price 


We quote soft teel bar from jobber toch Flat bar 
tock length not wider than 6 in. or tl er than 1 it er 
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100 Ib., $4 base; rounds and squares, 1% in. and under, $4 
base per 100 Ib ; 
Angles and channels, tees, under 3 in., stock lengths, $4 


base per 100 Ib. 
Cold-rolled steel, rounds up to 1 15/16 in. and squares and 





hexagons, list plus 9 per cent; flats, list ptus 15 per cent 
Tire steel, 144 x ™% in. and larger, $4.50; thinner and nar- 
rower, $5 

American calking full bundles, $4.50 per 100 Ib. “or 
ilk steel, 6c. per lb. base; broken bundles, 64%4c. base 

Hoop steel, $6 per 100 Ib. base; band steei, $4.60 

Spring teel, open hearth, 9c. per Ib. base; better grades 
13¢ 


Tacks.—There seems to be slightly more doing in 
the tack market, but business is very far from brisk. 
The retail trade evidently intends to buy in as small 
a way as possible until they are convinced hardware 
values in general have reached bottom. 

We quote from jobbers’ stocks: Tacks, $1112 base per 106 
Ib Add to base extras as per differentials list reported 

Copper tacks, sizes % to 1% in. base, 55c. Fextra charge is 
made for small sizes 

Washers.—The demand for washers of all kinds con- 
tinues very satisfactory, all things considered, and 
local market conditions appear to warrant no change 
in values. Stocks here are not as large as they were 
a month ago, because the jobbers have confined their 
reorders to small lots of this or that size. 


We quote from jobbers’ stocks: Cut washers, in 200-Ib 
keg list plus 2c. per Ib. Smaller lots as follows: 100 to 199 
Ib., 3c. per Ib.; 50 to 99 Ib., 4c.; 25 to 49 Ib., 5c 10 to 24 Ib 
fe 1 to 9 Ib... 7e. per Ib.; malleable washers, 12c. per Ib 
cast washers, % in. and smaller, 6c. per Ib, and larger, 5c 


Wire Cloth.—Some fairly good business in wire cloth 
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for future delivery has been booked recently by the 
jobbing trade. It is a little early for the rank and file 
of retail dealers to start buying, although some smal! 
orders are beginning to filter in. There is every indi 
cation that the jobbers and factories will be able to 
handle new business in a satisfactory manner. 

We quote from jobbers’ stocks: Black wire cloth, 12 mesh 
$2.49 per sq. ft., f.o.b. Boston. Black wire cloth, 12 mesh 
$2.30 per sq. ft., f.o.b. factory Silver wire cloth, 12 mesh 
$3.10, f.0.b. Boston, and $3.05 per sq. ft., f.o.b. Pittsburgh 
sronze wire cloth, 9c. per sq. ft., f.0.b. Boston store, and 8 \4¢ 
per sq. ft., f.0.b. factory. 

Wire Screening.—Wire screening continues to move 
out of second hands in moderate volume. There is a 
gradual increase in the volume of weeklv sales, but it is 
so small as to be hardly noticeable. 

We quote from jobbers’ stocks: 12 to 18 in. screening, $! 
per 100 sq. ft.; 18 to 24 in., $5.25; 24 to 48 tm., $5.50. 

Wrenches.—A slight improvement in the consumptive 
demand for wrenches is noted in spots, but this fact has 
not been reflected in the jobbing market. 

We quote from jobbers’ stocks: Pipe wrenches, Stillson and 
Trimo, 50 and 10 and 5 per cent discount; parts, 50 and 10 
and 5 per cent discount; Coes and parts plus 5 per cent dis 
count; drop forged, 25 per cent discount; Westcott’s, 10 per 
eent discount. 

Zine.—Sheet zinc is selling all the time in a small 
way, and prices hold very firm because nobody appears 
to be carrying any great amount of stock. 

We quote from jobbers’ stocks: 9-36 in. sheets, in full 
casks, 1l8ec. per pound; 200-lb. casks, 13%c.; broken casks 
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PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, March 17, 1919 


NFORTUNATELY for the best interests of the 

steel trade, the steel conference that was to have 
been held in Washington, D. C., on Wednesday, March 
12, between Secretary Redfield’s committee and the steel 
committee appointed by Judge Gary of the Steel Cor- 
poration was postponed for one week, or until March 
19, on account of illness of Judge Gary. This leaves 
the situation, in regard to what is going to be done 
toward reducing prices on pig iron, semi-finished steel 
and all finished steel products as much in the dark as 
ever. In the meantime absolutely nothing has been 
given out as to how much of a reduction is to be made 
in steel prices, and all kinds of guesses are being made. 
The generally accepted guess is that the cut will be $5 
per ton straight on everything, but some in the trade 
believe it will be as much as $10 per ton. Even at a 
cut of $5 it would probably put a good many steel con- 
cerns out of business for the time being, and would also 
cause a good many blast furnaces to shut down, as they 
would not be able to compete. It is positively known 
that on some lines of finished steel products prices have 
already been cut in the past week as much as $6 to $8 
per ton, and offers of basis pig iron at $5 per ton under 
what is revarded as the regular price failed to bring 
out any business. It is certain that purchasing agents 


or others who buy steel will not buy a pound of steel 
until they know definitely what is to be done with 
prices. 

The general steel situation is as quiet as it could 
possibly be and sales are few and far between. No one 
is buying a pound of material that they can get along 
without, and it is said that actual orders entered by 


some of the steel mills up to March 15 did not repre 
sent more than 10 per cent or capacity and were prob 
ably less. There have been pretty heavy cuts in prices 
of pig iron, also on coke, which is now freely offered at 
$4 per ton for best grades against $6 a ton which was 
a government price. On the smaller items of finished 
steel quite liberal concessions are being offered in 
prices, but without bringing out any new business of 
moment In the case of hard steel bars used for re 
inforcing purposes, these have been offered at fully $7 
per ton or more under the general price, but demand 
is very dull owing to the stagnation in building opera 
tions all over the country. Some of the sheet mills are 
down to a 50 per cent operation rate, and prices on 
sheets have been shaded in some sections from $1 up to 
$4 per ton. It is hoped that nothing will interfere with 
the meeting of the steel committees at Washington on 
March 19, as the sooner the present uncertainty as to 
prices has been removed the sooner real business in 
steel will start up. 

Conditions in the hardware trade are fairly satisfac 
tory. The volume of new business in shelf hardware 
is fairly large, but in building hardware is small. Pre 
dictions made here and there of a boom soon to come 


in the building trades are not borne out, and just now 
there seems to be little disposition on the part of cap- 
ital to invest money in building projects. Labor and 
materials are far too high to make such projects at- 
tractive. Buying in hardware trade is limited to actual 
needs, neither jobbers or retailers desiring to increase 
stocks while the present uncertainty as to prices re- 
main. It is perfectly safe for jobbers and retailers to 
allow their stocks to get low, as there is no trouble in 
getting prompt delivery of goods from the manufac- 
turers. Prices are holding fairly steady, but it is pre- 
dicted that there will be a general decline in prices on 
all grades of hardware if a cut of $5 a ton or more is 
made in heavy steel prices. 


Nuts and Bolts.—We have continued reports that the 
new demand for nuts and bolts from jobbers and con- 
sumers is very light, due to the fact that prices, which 
for some time have been more or less shaded, are 
practically certain to be lower in the near future, or 
just as soon as it is known definitely what the steel 
committees will do on steel prices at the meeting in 
Washington on March 19. Jobbers and consumers are 
carrying as light stocks as they possibly can until the 
price situation has cleared up. We omit giving present 
list of discounts of nuts and bolts, as they do not any 
longer represent the actual market, but are much lower 
than these discounts represent. 

Iron and Steel Bars.—The new demand for both iron 
and steel bars is down to the basis that jobbers and 
consumers are buying only small lots to cover actual 
needs, and the demand will not be any larger until it 
is known how much of a reduction in prices of steel 
bars is to be made at the meeting on March 19 of the 
steel committees in Washington. None of the mills 
rolling iron and steel bars is operating to more than 
about 50 per cent of capacity, owing to the dull demand. 
The prices named below are purely nominal and do not 
represent any longer the bottom of the market. 


We quote steel bars at 2.70e. at mill in large lot 

We quote common merehant iron per 100 Tb. at $3.25 per 
base sizes, bar iron made from all selected serap, at $4 per 
100 Ib. for base sizes, and refined iron at $4.50 per 100° Ib 
for base ize These price ubject to the extra for ize 


quantity, ete., as established by the American Tron and Steel 
Institute 

Sheets.—Operations of the sheet mills are down to 
about a 50 per cent basis, some mills running’ under 
this and a few have closed down for a week or two. 
waiting on enough orders to accumulate starting up 
again. New buying of sheets for some time has been 
very light, neither jobbers nor consumers desiring’ to 
carry any larger stocks than needed to meet actual de 
mands of customers or for manufacturing purposes. It 
is pretty certain that there will be a material reduction 
in prices of sheets in the very near future, and this may 
be as much as $5 per ton, but absolutely nothing official 
has been given out as to how much the reduction in 
prices will be. Prices named below are purely nominal 
and may be considerably reduced before this report 














March 20, 1919 


reaches the readers of HARDWARE AGE. Prices are quoted 
fairly steady, but there is still a feeling in the trade that 
a lower market on sheets may come before long. 


The base price for No. 10 blue annealed anests is 3.90« 
while the base price for black sheets is 4.70c., and for 
galvanized sheets 6.05c., f.o.b. Pittsburgh or Youngstown 


mill 
Tin Plate. 
been quiet for some time, 


—New buying in tin plate, like sheets, has 
and has been only for small 
lots to meet actual needs. None of the large customers, 
like the can makers and others, has placed contracts 
for their supply of tin plate for the first half of this 
year, feeling that prices are bound to be lower in the 
near future. It is estimated that fully 75 per cent of 
the output of tin plate in the past three months has 
gone into stock in the mills and warehouses of the tin 
plate company to meet the expected heavy demand to 
come when the can makers start to make up containers 
for the fruit and vegetable crops. The consumption of 
tin plate this year promises to be fully as large as in 
1918, which was a record year. Prices to the large 


trade are given below, the usual advances to small 
buyers being charged. 
We quote tin plate in large lots at $7.35 base box, f.o.b 


Pittsburgh. 


New prices on terne plate, effective Jan. 1, are as follows: 


CINCI 


HARDWARE AGE, 
Mareh 15, 1919 


OFFICE OF 
Cincinnati, 


trade is very much disappointed on account of 
the postponement of the meeting in Washington that 
was scheduled for last Thursday. It was hoped that 
something definite would be decided on as to prices on 
iron and steel products so as to induce buyers to provide 
for their future requirements. At the present time most 
of the jobbers are inclined to hold up contracting for 
iron and steel articles until a more definite program has 





S-lb 00-lb 50. S-Ib I , $14.80 12-Ib 1. C., $16.50 
15-Ib I. ¢ 0 20-Ib : ¢ $18.75 > -lb . ¢< $20 
s0-lb 4 ib 5. ©... $22 10-Ib lL. ¢ 0. All 
f.ob. Pittsburygl 


Wire Product.—The Navy Department has decided to 
hold off buying the 20,000 kegs of nails it inquired for 


recently until it is known what will be done at Wash 
ington on March 19 at the meeting of the steel com 
mittees. New orders are being placed only for small 


lots to cover urgent needs. There has been some shad 
ing in prices on both wire and wire nails, but this has 
not been very heavy so far. Prices given below are 








purely nominal and may be reduced somewhat before 
this report reaches our eo Mill prices, which, 
however, are not being strictly held in carload lots and 
larger lots to jobbers, are as OO lens: 

Wire ! ti >> +] b ‘ I I keg LAaAivatt Zed ] I ! 1 onger 
including large-head “barb roofing nail ta ur dy 
over thi price of $2 ind horter thar l o B 
ba ic wire $3.25 per 100 Ib inne led fene wire No 6 to o 
$3.2 galvanized wire, $3 ralvan 1 barb wir nd fence 
staples, $4.35 painted ‘aria 4 wire $3.6 polished fenes 
staples, $3.65 cement-coated nails $3.40 base the prices 
being subject to the usual advances for th mal ule, al 
fob. Pittsburgh, freight added to point of delivery, terms 
60 day net, le 2 per cent off for cash in 10 day Dis 
counts on woven-Wire fencing are 5S per cent off list for car 
load lots, 57 per cent for 1000-rod lots, and 56 per cent off for 


f.o.b. Pittsburgh 


small lots 


NNATI 


been outlined. This has been reflected back to the re 
tailer, who is buying very sparingly. Building opera 
tions are also retarded, although it is known that quite 
a large number of building contractors have business 
in hand only awaiting the word to go ahead. 

Merchants who cater to the farming trade state that 
they have had fewer charge accounts than ever before 
at this season of the year, and they also advise that 
their cash business is very good and far ahead of last 
year. This is also true in Hamilton and Dayton, Ohio 
and in the suburban districts of Cincinnati 








Mill and Hardware Supplies 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 


DRESSING—Belt— 
Jobbers’ Mfg. 


BARS—Crow— 


Steel Crowbars, 10 to 40 th. Company : 






BIZMUVMY¢ Blue Ribbon, Stick, P ™M 30¢ 
Pinch Bars, 10 to 40 th., Paste, 5 & 10 Th. cans, 
8Y@MIw%¢e ea] mh. APE er 80¢ 
BEAMS—Senle— L iquid. in gal. cans, P gal.$8.00 
“hatillon’s No. 1, = LS AND DRILE 
As ppt. 25, 1918 OcKsS— 
200 300 400 600 1000 Ib * 
$3.00 $3.7: ‘o 90 $7.10 $14.00 Twist, Bit Stoe 50% 
Chatillon’s No. 2........ . 25% Twist, Taper and Straight 
P. Ss. & W. Shank oa 331 
List Sept. 25, 1918—-16% % Wire Gauae, Jobbera’ and R 
Sargent & Co., Blacksmith : 33" 
List Sept. 25, 1918—25% Brace Drills for Wood 





BELTING—LEATHER— EVERY—Torkish— 
Prom No. 1 Oak Tanned Butta Out 
Belting, Er. Hvy., 18 oz... .35% 
Belting, Heavy, Z 
Belting, Mcdium, 
Belting, Light, 18 oz........50% 


of market at preaent ttme 
Domestte, tb. 10¢ 


HAMMERS AND 
SLIn a -— 


Beoond Quality, Atvies.......55% Rta dl HRN % 
Gecond Quality, Shouldera... .60% Over & Ub 1H&10% 
“ut Leather Lacing, Strictly 
No. 1 ‘ 15% OMLERS— 
veatner Lactny Sides, per ey Steel, Copper Plated 60 % 
tt aw Hide, No 1 in Chace Brasa and Copper 10% 
sides 17 aq. ft. and over 17« Chace, Zine Plated.. 33 by 4 
Under 17 sq. fl $54 Ratiroad, coppered 20% 
Rubber— Ratlroad, braas 20&5 % 


Nompetition (Low Grade) fale” PICKS AND MATTOCKS— 





Standard .. 1OK10% , 
Heat Gradea .. BhY katlroa 5M 2585 
Contractors’ Picks 0G 20K10° Z 
RLOCK S—Trekle— 
Common wooden 2% ROPL— 
> Te 
Patent : se Kaatern Retail Trade Per lb 
Drill— Manila, % in. diam. and larger 
Athol Machine Co.: Highest Grad 7 ¢ 
Drill Blocks . List net Second Grade Oh 
Bolta— Hardware Grade OA 
Carriage, Machine, &c.— Nixa hg diam, and larger 
Nommon OCarrtage (cut thread) ii shext Grade Re 
% go 6, and smaller ‘ See oy Grade 20 
JOommon Carriage «rolled Pd oa Sisal, liay, Hide and Bale Ropes 
™% og & and amaller 40% Medium and Coarse 
Larger or longer POKIORD Firat quality, 2544 second 
Phila... Eagle. $2.00 lat. Ho”, quality 20 14 ¢ 
Bolt Ends, H. P, Nuts... .25&5% Sisal, Tarred, Medium Lath 
Machine (out thread): Yarn: 
r 4, and amatler 1&5 % First quality aie 
Larger or longer 25K10% econd quality 20¢ 
Cotton Rope 
CHAIN—Proof Coll— Beat 5/16-1n. and larger... .50¢ 
Amertoan Coil, Atrataht TAnk: Medium, 5/16-in. and larger.4&¢ 
3/16, we « ¥%, $15.00; 5/16, Common, 5/16-in. and larger.46¢ 
$12.56 %, “$11. oe 7/16, Jute 
$10.5 ih: $10.25; $9.75; No. 1, 4-4n, and up 18%¢ 
%, 05 he, $9. an: ea No. 2, “%-tn, and up 17%¢ 
£9.00. No. 3, “%-tn. and up .16%¢ 


SAWS AND FRAMES— TRUCKS—Warehoure, &e 


Hack— McKinney Mfg. Co each, net 
Sawa, 6 to 14 tn. tne. 25% No. 1, $21.50; No. 2, $18.50 
Sau Machine Blades No. % $15.50 

12 to 14 tin 1O&k10% 


: WASHERS—Cast— 
Saw Frames— 





Over \,-inch harrel lota ner 
Iron, adj., per doz. 100 1h £8.06 
Steel, adj 8$ to 12 t7 per 
lrors s 
Steel adj., ateel hdle., per be or teel 
Per 100 
Adj. Ptatol-Grip, per doz ome Bost 5/16 be % 
: owen ae Washers $13.40 12.50 11-4 
SCREWS— Ps * 
: 0 1 
Coach, Lag nnd Jack— ares 
eae: ahaa Sed 0 WRENCHES— 
Coael Ginls P $OK5 Agrtoultural 40% 
tiligater oF codtle .. 50%, 
Jack Serewa— Drop Forged 8 4) % 
ones Stillaon patterr 8o )o, 
Bt are A 20 ° 
andard List on Genuine Waulcorth Stillaon 
Machine— O&10% 
Cut Thread, tron METALS— 
Flat Head or Round Head Tin— 


HO @MOOR106 . - 
Straits, pig 








Fillister r Oval Head “ 
DO@MIOk1O Bar 
Bross 
Flat Head or Round Head Copper 
MaLHURTO I It ' 1 iD 18¢ 
Fillister or Oval Hea | soleil y . 
4UGDIVOKR1O ‘ t 
Rolled Thread Iron, F. He or 
RU gv ; 

Fillist or Oval Head.7 1 Spelter and Sheet Zine— 
Rolled Thread Bra Western pelter 10@11e 
Fo OW. ¢ Ru OOMBOKTO Sheet Zr N 9 base. cast 

Fillister or Oval Ilead Go Ie pen, 1 
Set and Cap— 
Lend— 
t (Tr On 
Ne (Nteel) ta nee over ‘ : , ¢ 
ly Roar I 
a. Hd. Cap oo 
i Ti Cap ru Soldecr— 
Fillister Head ¢ % ' 
Wood Né I Au 
Flat Head, Tron TOK20K10 Refined : i 
Round Head, Lron HO&KLOK Prices of solder indieuted by 
Flat Head, Brasa qu & 208 10% private brand vary according t 


Braaa 10K 20K 10% omposition 


Bronze 37 W&klox1o’ 


Round Head, 
Fiat liead 





Round Head, Bronze. 35&208&10% Babbitt Metal— 
Best grade, per ™ Hoe 

STOCKS, DLES AND Commercial grade, per Ib Hoe 
TAPS— 

Neta ‘ 10% 

Hiand Tapa, % to 1 tnm......45% Antimony— 

Hand Taps, amaller than \% Asintic, per 10@lile 
in 4 4 - 45% 

M. 8&8. Taper Tapa, No. 2 to Aluminum— 


SS Oe Oa ce ccewanaes B545 % 





M. &. Taper Taps, larger 50% No. 1 Aluminum (guaranteed over 
990 per cent pure), In ingota for 

TURNBUCKLES— remelting (ton lots), f.o.b 
National Mfg. Co. Screen Door mill eeecde ct ike See 
No. 196, Japn’d, per dozen.$1.20 In 100 Ib. ‘lota B8@40¢ 
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The seed business this year is not quite as large as 
formerly, because the high prices last yea rcaused 
farmers generally to save their own seeds, but taken as 
a whole, indications are that the business will average 
up very well. There is a big demand for spraying 
compounds, and on account of the mild weather farm- 
ers are buying earlier than usual and in larger quan- 
tities. 

The automobile accessory business has been referred 
to constantly during the past year as being one of the 
most profitable lines carried by hardware stores, and 
nearly all city and country merchants are rapidly enter- 
ing this field. There was probably never a better de- 
mand at this time of the year for farm and garden tools 
of all kinds. 


Air Rifles.—-Practically no business is being done, and 
as a consequence retailers are not placing any orders at 
the present time. 

Jobbers quote single shot rifles at $10 per doz.; 500 shot, 
$12; 1000 shot, $19.75, and pump guns at $32 per doz 

Anvils.—Recently some dealers have been compelled 
to replenish their stocks, although they are not buying 
in large quantities. No changes have been made in 
quotations. 

The wholesale quotation on SO and 100 Ib. anvils is 23¢ 
per Ib 

Automotive Equipment.—The tire business is espe- 
cially good at the present time, and a number of new 
manufacturers have entered the field and are working 
hard to introduce their product to the trade. Several 
merchants who have been handling tires for some time 
are educating their employees so that they are able 
to put on a tire for a customer whenever necessary. 
It is also noted that the hardware stores carrying auto- 
mobile accessories have an increasing call for electric 
flashlights, and while this is a small part of the busi- 
ness, it is being developed into a comparatively profit- 
able one. Inner tube patches also figure in as being 
profitable, considering the amount invested. 


Axes.—Not much demand is noted and only the coun- 
try merchants are making good reports. 
Jobbers quote 34% and 4 Ib. axes at $19 per doz 


Babbitt Metal.—A better call for babbitt metal is re- 
ceived from the machine shops, whose activities have 
been increased lately, but sales do not equal last year’s 
record at this time. 

Jobbers quote Wing’s babbitt metal at 2Sc. per tb, 


Bale Ties.—Kentucky dealers especially are stocking 
up, but are still confining their purchases to small 
amounts. The farmers have not yet begun to make 
any purchases. 


Barb Wire.—There is a very good demand and farm- 
ers are buying more freely than heretofore, as they are 
taking advantage of the present open weather to build 
new fences and repair old ones. There is an extra good 
demand for poultry netting, and some of the city mer- 
chants are getting their share of the business. 

The wholesale quotation on 4-point hog wire in 80 rod 
reels is $4.85 per reel, and 4-point cattle wire, $4.50 ‘ 

Carriage Bolts.—Business is quite dull and shows no 
signs of any immediate improvement. 

Jobbers’ quotations are unchanged, as follow % x 6 in 
and smatler is around 40 and 10 per cent off list; larger and 
longer, 20, 10 and 5 per cent off 

Coasters.—No merchant can deny that he has sold 
more coasters during the past winter season than ever 
before. The absence of any heavy snows cut down the 
call for sleds, and as a consequence coasters were in 
heavy demand. 

Jobbers’ quotation are unchanged as follows No. 1 
coaster, $3.70; No. 2, $4: No. 3, $4.40 and No. 4, $4.65 

Drills.—No improvement is yet noted in the demand 
for either high-speed or carbon drills, but as machine 
shops are busier, a better demand is expected at an 
early date. No changes in quotations have been made. 

Carbon drills are quoted at 40 and 10 per cent off list 

Galvanized Pails and Buckets.—Retailers’ stocks are 
running low because there is a large demand from the 
retail trade. However, the manufacturers and jobbers 
are in a better shape to fill orders promptly than at 
any time during the present year. ; 

Latest quotations are 
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me! follows 10-qt. galvanized buckets, 
$3.50 per doz BF 


as 
2-qt., $3.85, and 14-qt., $4.35 


Glass.—In anticipation of a more active building 
season merchants who handle glass are ordering quite 
freely. However, they are cutting down the size of 
their orders to a considerable extent. As has been 
stated in the introduction, a large amount of residence 
building has been held up for some time and this is an- 
ticipated to break out at any time. 


Hardware Age 


The William Glenny Co. quotes window glass prices to 
dealers as follows: S. S. A., all sizes, 77 per cent off list; 
D. S. A., 79 per cent off; D. S. B., 81 per cent off. 

Granite Ware.—There has been no change in prices, 
but a marking up in quotations is expected at an early 
date. The jobbers have fair stocks in hand, but retail 
stocks are running very low. 

Jobbers quote a discount of 25 and 10 per cent off list. 


Gas Mantles.—Practically all merchants who handle 
these report a very good business, and while they are 
not having any trouble in replenishing their stocks, 
they are compelled to order in larger quantities than 
they have been doing during the past year. 

The Welsbach Co, quotations to dealers are as follows 
No. 1 Reflex inverted mantles, $11.70 per 100; No. 107 
Reflex upright, $11.70; No. 4 upright, $9.45; No. 4 inverted, 
$9.45; No. 126 upright, $7.25 and No. 127 inverted, $7.25 





Files.—A better demand is reported from the machine 
shops and dealers’ stocks are said to be very low. No 
changes in discounts have been made. 

Black Diamond files are quoted at 50 per cent off list. 


Finished Material.—At the present time business is 
suspended to a large extent awaiting the meeting that 
is to be held in Washington, March 19, and until some 
thing definite is obtained as to price regulations the 
situation will not be changed. However, there is a 
fair demand for twisted concrete rods and small struc 
tural shapes. 


Jobbers’ quotations are as follows: Steel bars, 3.93¢ 
steel bands, 4.58¢.; structural shapes, 4.038¢c.; plates, 3/16-in 
and heavier, 4.23c.; blue annealed sheets, No. 8 to No. 16 


3c. base; cold rolled shafting, 9 per cent plus list, and 
reinforcing concrete bars, 4.05 4c. per Ib. 


Horseshoes and Horseshoe Nails.—Business continues 
very good, especially in the suburban districts. Re 
ports from the country dealers in Kentucky especially 
are very optimistic, and orders received by jobbers are 
very satisfactory as far as numbers are concerned. 

The jobbers’ prices on horseshoes averages $6.50 per keg 
base, containing 100°) shoes. Leader horseshoe nails are 
quoted at a discount of 40 and 5 per cent off list 

Farm and Garden Tools.—Retail merchants have or- 
dered quite heavily lately, but their stocks are being 
depleted because of the heavy purchases on the part 
of the farmers. The open weather has aided farming 
operations to such an extent that farmers have already 
begun to cultivate their fields, which is an almost un- 
precedented proposition thus early in the year. 


Jobbers’ quotations are as follows: 3-tine hay forks 
$9.55 per doz; 4-tine Alfalfa forks, $11.50; 4-tine manure 
forks, $9.93: wood lawn rakes, $2.85; 1 rakes, $1.95 
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planters hoes, $5.40; two-prong onion hoes, $3 


Machine Bolts.—An improvement is noted in the 
local demand and doubtless business will continue to 
advance. Stocks are low. 

Jobbers quote % x 4-in, and smaller at 40, 10 and 10 per 
cent off list. 

Nails.—There is now an anticipation of an improve 
ment in the building situation. The leading jobbers 
have quietly placed orders sufficient to take care of this 
demand. It is generally understood that a whole lot 
of building is dammed up and when business in this 
line does start it will doubtless be at a flood stage. 

The jobbers quote wire nails at $4.10 per keg base and cut 
nails at $5.50 

Oil Stoves.—Some oil stoves are being sold for cook 
ing purposes, but there is no demand at all for those 
needed for heating. 

Perfection oil stoves are sold to dealers at $5.50 less 30 pet 
eent discount 

Rivets.—Business is reviving to a limited extent, but 
it is not up to normal. 

The jobbers’ discount is 50 per cent off list 

Roofing.—It begins to look as if the deadlock has 
been broken, as manufacturers and jobbers are receiv 
ing quite a number of orders from outside customers, 
and there is also a lot of composition roofing ordered 
by city dealers. 

The following are wholesale prices. Standard grade, one 
ply, $1.25; two-ply, $1.60; three-ply, $1.95. Medium grade 
one-ply, $1.15; two-ply, $1.50; three-ply, $1.85. Cheaper 
rrades, one-ply, $1.05; two-ply, $1.40; three-ply, $1.70 Sanded 
one side roofing, one-ply, 90c. ; two-ply, $1.25; thres-ply, $1.5 
Tarred felt, $52 per ton, and building papers, $50 per ton 
both in carload lots, 

Sad Irons.—Business is very slow and there is n> 
practical difference in reports from either the city or 
country merchants. 

Plain sad irons remain at 5'44c. a Ib, and nickel plated 
at 649c. 

Shovels and Spades.—Dealers’ stocks are still low, 
as there is an exceptionally good demand from con 
tractors as well as from the farming trade. 

Jobbers quote shovels and spades at $13.50 per doz 
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TWIN CITIES 


OFFICE OF HARDWARE AGE, 
St. Paul and Minneapolis, March 13, 1919. 


HE past week has been practically the same as the 

previous ones, although jobbers indicate a_ better 
volume of business than for some time past. Call is 
beginning to change to spring goods. Dealers are nearly 
all ready for the call for steel goods and other spring 
requirements. Some seed cases have been delivered 
and set up by dealers to tempt the home gardeners and 
start them planning for their equipment. While nearly 
all dealers have planned and made their purchases along 
these lines, a few are still awaiting lower prices for the 
greater portion of their stock, preferring to buy as 
needed. They may be sadly disappointed in replenish- 
ing their stocks, as jobbers are not long on these lines 
and further factory shipments are rather indefinite. 

Inquiries for prices on hardware in various lines are 
becoming more numerous, and sale of small miscellane- 
ous items is increasing. Real sales of hardware trim 
are still very few, as little construction work has been 
started. The weather is mild and shows signs of spring, 
and this invariably results in increased business. Side- 
walk cleaners for removing the ice have been selling 
unusually well the past few days. 

There is much dissatisfaction here over the luxuries 
and sporting goods and auto accessories taxes. Sales- 
men report refusals of customers to pay the tax, even 
to the point of declining to purchase the article, in many 
cases, after the goods are practically sold. If this con- 
dition becomes general, the tax as operated will defeat 
its own ends. It is sincerely to be hoped that the next 
session will see the readjustment and repeal of such 
legislation. 

Prices are particularly steady this week, with small 
prospect of any change. The advance of price on lin- 
seed oil is regarded by some as only temporary, as with 
improving ocean travel conditions Argentine flax should 
begin to arrive. The denatured alcohol price is even 
weaker than last week, and sales have diminished rap- 
idly with the coming of warmer weather. Jobbers find 
fairly good call for practically all lines of standard 
staple goods, with fewer futures being placed than last 
year, Smaller quantities are being purchased, and this 
means more frequent re-orders, with their attendant 
work. A general readjustment of prices on the part of 
the factories seems to indicate a feeling of unrest which 
is general throughout the country. Everyone seems to 
realize business should go forward, and makes a small 
attempt toward this end, but always with the idea of 
awaiting to some degree to see what the outcome of the 
peace deliberations are. 


Axes.—With the advent of warmer weather the sale 
of axes has dropped considerably, stocks are in good 
condition in a retail way and new goods are coming 
through from the factories in fair quantities. As prices 
are now guaranteed against decline up to December 31, 
1919, future orders are increasing. 





We quote from local jobbers’ stocks: Single bit base 
weight axes at $13.75 to $14.50 per dozen; double bit’ base 
Weights at $18 to $19 per dozen. Sager handled single bit at 
$18.50 per dozen; double bit at $23 per dozen. Quaker City 
boys’ axes at $12 per dozen. 

Ash Sifters—Sales have continued quiet on sifters, 
as the mild winter has decreased the demand for them. 
Both jobbers and dealers will probably have more than 
enough stock to last through the season. Prices show 
no change. 

We quote from local jobbers’ stocks 
sifters, $5.75 per doz.; round metaliie ash 
doz. ; square wood ash sifters, $1.75 per doz 
ash sifters, $3.90 each, 


Wood barrel ash 
sifters, $3.75 per 
; Triumph rotary 


Brads.—Mills are not yet in position to make prompt 
shipments, some places being as much as six months 
behind. Small gauges are and have been hard to obtain. 
Prices are firm at last quotation. 


We uote from local jobbing stocks in 25-lb. boxes at 70 
per cent, 
Bolts.—There seems to be a decreasing demand on 


bolts, dealers buying only small quantities and jobbers 
holding their orders down as low as possible. While 
shops and factories here are still using good quantities, 
these orders, too, are lighter. 

We quote from local jobbers’ 
at 35 per cent, large carriage at 20-5 per cent, small machine 
bolts at 40 per cent, large machine at 5-5 per cent, lag 
crews at 40 per cent, stove bolts at 60 per cent to 60-10 
per cent, 


Coal Hods.- 
jng an already light market on coal hods. 
practically over for this winter in a retail way. 
light sales are being made by the jobbers. 


stocks small carriage bolts 


The natural decrease in demand is affect- 
Sales are 


Very 


Door Mats.—With the usual sloppy footing of early 
spring, sale of door mats shows an increase which, while 
not heavy, yet promises good business soon. Prices 
show no change. 


We quote’ from local jobbing stocks No. 1 cocoa door 
mats, $10.25 per doz.; No. 2 cocoa door mats, $14.25 per doz 
No. 3 cocoa door mats, $18 per doz No. 4 cocoa door mut 


$22.50 per doz. Keystone flexible 
Ideal mats, 35 per cent discount 

Drills—There continues a fair demand for drills, 
which of course does not compare with the war-order 
quantities. Dealers are finding ready sale to a more 
normal trade, however. Mill shipments are improving, 
with prices holding firm. 

We quote from local jobbing 


bon drills at 50-10 discount; bit 
shank, 50-10 discount 


mats, 40 per cent discount ; 


tocks: Straight hank cat 
tock, 50-10 discount; taper 


aves Trough, Conductor Pipe and Elbows.—The call 
for this line of goods is still light, with prices fairly 
firm. There is no opportunity yet for repair work of 
this nature. 

We quote from 
single bead, 5-in 


jobbers’ 
trough at 


local 
eaves 


tocks, 28-gauge lap joint 
$6.67 per 100 ft.; 2S-gfauge 


corrugated 3-in. conductor pipe at $7.13 per hundred feet 
and 3-inch corrugated galvanized elbows at $1.64 per dozen 

Files.— Mill shipments continue to improve, with re- 
tail demand showing some increase. Prices are firm, 
showing no tendency to decline at present. 

We quote from local jobber tock Nicholson. file it 45 
per cent, Riverside at 50-5 per cent, Royal at 60 per cent 
and Areade at 50-5 per cent from standard list 


Galvanized Ware.—Prices show no further decline at 
present and sales are beginning to improve both on 
tubs and pails. Stocks are coming through from the 
mills in better volume. 

We quote from local 


jobbers’ stock No. 1 galvanized tubs 


at $8.20 per dozen; No. 1 at $10.10 to $11.40 per dozen; No 
2 at $11.35 to $12.80 per dozen; No. 3 at $13.25 to $15.00 per 
dozen, Iextra heavy No. L at $16.25 to $19.00 per dozen, 


No. 2 extra heavy at $17.15 to $21.00 per dozen; No. 3 extra 
heavy at $19.30 to $24.00 per dozen. Galvanized pail come- 
mon 8S qt. at $3.15 per dozen, 10 qt. at $3.55 to $4.00 per 
dozen, 12 qt. at $3.90 to $4.40 per dozen, 14 qt. at $4.40 to 
$4.95 per dozen, 16 qt. at $5.30 per dozen. Stock pails, 16 
qt. at $7.50 to $9.50 per dozen, 1S qt. at $8.70 to $11.10 per 
dozen, 20 qt. at $13.50 per dozen 


Handles.—The handle situation has not brought any 
improvement yet. The demand has not increased any 
and the supply is still very low. The factories seem to 
be unable to make any progress on catching up on back 
orders and higher prices may be the rule. Local prices, 
however, have made no change. 


We quote from local jobbers’ stock Single bit axe handle 
Gold Seal, $5.50 per doz Red Seal, $3.75 per doz White 
Seal, $2.60 per doz broad axe handles, Blue Seal, $5.50 per 
doz wood choppers’ nail handle $3.25 per doz; carpenters’ 
adze handles, extra, $3.75 per doz.; No. 1, $2.75 per doz 
railroad adze handles, extra, $3.75 per doz.: No. 1 at $3.25 
per doz. ; ledge handles, Daniel Boone, 30-inch, $3.70 per 
doz. 46-inch, $4 per doz; extra, 30-imech, $2.75 per doz 
36-inch, $4 per doz; extra 30-inch, $2.75 per doz 36-inch, 


$3.50 per doz.; No. 1 80-inch, $2.25 per doz 36-inch, $2.75 
per doz.; railroad pick or mattock, extra, $4.50 per doz; No 
1, $4 per doz.; No. 2, $2.75 per doz Red Seal, $3.75 per doz 


nadze eye hammer, Daniel Boone, $1.75 Beauty, $1.25 per 
doz; blacksmith hammer, Daniel Boone, 16-ineh, $1.75 Is 
inch, $2 per doz.; Beauty, 16-inch, $1.25 per doz 18-inch, 
$1.30 per doz.; machinist hammer, Daniel Boone,- 14-inch, 
$1.75 per doz 16-inch, $2 per doz.; 18-inch, $2 per doz. ; 


Seauty, 14-inch and 16-inch, $1.25 per doz Ik-inch, $1.30 per 


doz.; D-handle shovel handles, spade handles, scoop handles, 
rake, fork and hoe handles. 30 per cent from standard lists 
Hose.—Call for garden hose has not started in a retail 


way, although calls for quotations have been received 
from contractors. Dealers, however, are beginning to 
stock up in a limited way in this product. 


We quote from local jobbing tocks: Competition, %-in 
S-ply hose at %e. per foot ply %-in. at L2'4c. per foot; 
cotton %-in, at l3toc. per foot : 

Lanterns.—While the demand is not as heavy as in 


the shorter daylight season, it is normal for this season 
of the year. Very little call is being received by jobbers 
from dealers; that is, they are buying in as light a 
quantity as possible. Prices show no change. 


We quote from local jobbing stocks Tubular long globe 
lanterns at $11.50 per doz tubular short globe lantern 
$11.50 per doz tubular dash globe lantern , $15 per doz 
Dietz Delite short globe, $12 per doz; Dietz Wizard short 
globe, $11.35 per doz.; Dietz Vietor hort globe $7.50 per 
doz. ; Dietz No. 2 Blizzard globe, $11.35 per doz Dietz No 
Blizzard dash globe, $17 per doz Dietz Buckeye dash globe 
$10.15 per doz : 

Milk Cans.—Jobbers report increased sale in milk 


cans as spring approaches. Dealers are receiving addi- 
tional call for this line of goods and will doubtless have 
an exceptionally good business along this line. 


We quote from local jobbing 
milk cans at $3.80; 8-gallon at 
each, 


stocks 
$4.65 each; 


Railroad, 5-gallon 
10-gallon at $4.85 
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Mops.—-There seems to be no change on the local 
market for mops, although factory quotations have 
shown a decrease in the last few weeks. Sale is fairly 
good in this line of goods, excepting that it is in small 
quantities only. Dealers are not buying more than a 
bale at a time and customers are buying in small quan- 
tities, anywhere from one to a dozen mops at a time. 


Mowers.—Dealers are beginning to get out-their stock 
of lawn mowers and purchase enough from their local 
jobbers to take care of their early wants. Stocks are 
far from being normal and manufacturers state that 
they will be unable to produce anywhere near the quan- 


tity which will be required to cover the season’s de- 
mands. 

We quote from local +% bing stocks Styles C and E, Phila- 
delphia lawn mower: 35 per cent; Philadelphia Style A, 
it 30 per cent Phitadelphia Style K at 35 per cent; River- 


ide ball bearing, 16-inch at $7.50 each net 


Nails.—Nail shipments are still slow and the jobbers’ 
stocks are running light, which is probably their desire, 
in order to meet any price situation that might arise. 
Dealers are buying just as little as possible and are 
even adjusting their stocks by changing with each other 
to avoid the adding of further stocks to their totals. 


The prices are holding very steady and as previously 
quoted. 

We quote from local jobbing stocks Standard wire nails 
at $4.54 per gz base; coated wire nails at $4.44 per keg base 


Nuts.—The sale of nuts is becoming lighter with the 
decrease of some shop work. The demand now is com- 
ing mostly from the tractor and farm machine manufac- 
turing’ sources 


iron machine 
screw nuts, 


We quote from local jobbing toc} 
screw nuts at 25 per cent; hexagon iron mach ne 


Square 


m5 «6©per cent; bras machine crew nuts, 15 per cent; hot 
pressed square blank nuts at $1; hot pressed square tap nut 
SO0c.; hexagon blank nuts, S0c.; hexagon, tap nuts, 60c. from 
standard jist; hexagon, semi-finished nuts, small size, at 60 
per cent %~ and larger, 55 per cent 


Oil Heaters.—The demand for oil heaters is much 
lighter this year on the average than it was last year. 
Fall sales were very brisk but later sales have not held 
up anywhere near the average of those of 1918. 


Japanned trim polis he -d body oil heater, $4.25 each; nickel 
trim polished body, $4.75 each: large size nickel plated trim 
Japan body, $7 each; Perfectipn oil heaters in lots of less 
than 10 at a time, 30 per cent 0 or over, 30 and 5 per cent 


liscount 
Poultry Netting.—The call is beginning to increase 
for poultry netting, with the price holding strong as 
from jobber to dealer. The stocks seem to be in good 
condition both with jobbers and dealers,. 
We quote from Poultry 


15> per cent discount 


local jobbing stocks 
from standard list 


netting at 


Paper.—Building paper is beginning to move, although 
retail demand is very light. Dealers are buying spar- 
ingly in the cities, although the jobbers may be quoted 
as saying that their business to the line lumber yards 
and small dealers is very good indeed. This evidently 


indicates the belief that the farming communities are 
going to draw heavily for this class of material this 
spring. 

We quote from local jobbing stocks No. 2 Barrett tarred 
felt at $3 per cwt Barrett threaded felt, 500 sq. ft. rolls, at 
$1.54 per roll; 25-lb d rosin, 500 sq. ft., 85e. per roll; 30-Ib 
red rosin, $1.02 per roll; 35-Ib red rosin, $1.19 per roll; 40-Ib 
red rosit $1.36 per roll deadening felt and carpet lining, 


$4.50 per cwt 


Registers.—The call for registers is still very light, 
with prices holding fast as last quoted. Stocks are in 
good condition and factories seem to be able to ship 
fairly promptly any quantity of this material. 

We quote from local jobbing Black japanned reg 
ter t 40 per cent discount black japanned register 
faces up to 14 x 14, 40 per cent; larger register 60 per cent 

Rope.—Since the last advance on rope there has been 
no further change. Cotton rope is holding strong in 
spite of the fact that cotton in general has been lowered 


stocks 


in price, 

We quote from local jobbing stocth Best grade manila 
rope at 32ec. per Ib best grade sisal rope at oo per tb 
otton rope t 606 per ib 

Sandpaper.—Sale of sandpaper is pretty good, and 


retail demand seems to be increasing to some degree. 
Mills are shipping fairly promptly and stocks are ap- 
gr iagie.d in good condition, both with dealer and jobber. 

We quote from local jobbing stocks Sandpaper at 
per cent eon new tandard list garnet 
ver cont om ew List 

Sash Cord.—No change in the sash cord situation 
either as to price or demand. Dealers report very 
light as building operations have not yet com 
menced. Shipments have improved slightly over last 


30 and 
andpaper at 40-10 


sales, 


fall, although they are still far from normal. 
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from local jobbing stocks: Common sash cord at 
Silverlake sash cord at 88c. to 92c. per Ib 
per lb. base 


We quote 
65c. to 70c. per Ib. 
Samson spot cord at 90c. 

Sash Weights.—There is practically no demand at the 
present time for sash weights, and prices are holding 
steady. Foundries are in good condition to take care 
of any business that may arise. 

We quote from 
weights, regular sizes, 

Skid Chains.—The condition of the roads and streets 
at present is very conducive to good sales on skid 
chains and cross chains. There is some rumor of an 
advance in this line, but nothing has been done so far. 
Dealers report the best business they ever had this 
season. 

We quote from local jobbing stocks, Weed Chains, 30 x 3), 
at $4.61 pair; 34 x 4 at $6.45 per pair; Rid-O-Skid chains 
30 x Sly at $2.92 per pair, 34 x 4 at $3.60 per pair 

Solder.—Call for solder is comparatively light, with 
no change in price. Demand will naturally continue 
light until there is more work started this spring. 

We quote from local jobbing stocks: Strictly half and half 
solder at 46c. per Ib.; warranted half and half solder at Sic 


local jobbers’ stocks Cast iron sash 


$2.75 to $3 per cwt 





per |lb.; wire solder at 52c. per Ib. 
Steel Sheets.—Stocks on steel sheets are slowly 
rounding out into better form. Price is holding steady 


awaiting any basic change from the mills. Retail de- 
mand is light. 

We quote from local jobbing stocks: 28-ga. black sheets at 
$6.44 per cwt.; 28-ga. galvanized at $7.79 per cwt 

Steel Game Traps.—Call is slowly diminishing as 
spring approaches. Stocks are only in fair condition, 
some kinds being practically out of the market as far 
as local jobbers are concerned. 


We quote from local jobbing stocks: Victor No. 0 traps 
$1.40 per doz Victor No. 1 traps, $1.65 per doz.; Victor No 
144 traps, $2.38 per doz.; Victor No. 2 traps, $3.46 per doz 


Newhouse No. 0 traps, $3.09 per doz.; Newhouse No. 1 traps 
$3.63 per doz.; Newhouse No. 1% traps, $5.44 per doz.; New- 
house No. 2 traps, $8.04 per doz. 

Screws.—I*actory prices on screws still hold strong 
and steady, although there seems to be some soft spots 
in the local market, undoubtedly to reduce stocks to a 
better level. Retail call is light. 

We quote from jobbing stocks: Flat head bright 
screws, 6744-10 per round head blued screws, 624% per 


local 
cent; 


cent; flat head brass screws, 40 per cent; round head brass 
screws, 37% per cent; regular cap screws, 40 per cent; set 
screws, 50 per cent; iron machine screws, 65 per cent; brass 


machine screws, 40 per cent from standard list. 
Tacks.—Call for tacks is comparatively light at the 

present time. Dealers are buying as sparingly as pos 

sible. Mills seem to be shipping in fairly good volume. 


We quote from local jobbing stocks, upholsterer tacks at 
list plus 10 per cent, bill posters at list plus 15 per cent 
American cut, 8 ounce at 5le. per Ib.; tinned carpet, 8 ounce 
at 53c. per lb.; blued carpet, 8 ounce at 50c. per Ib. ; double 
point 11 ounce 38sec. per Ib. net. 


Tinware.—Price on tinware is holding steady at last 
quotation. Sales are being held down to the minimum, 
dealers purchasing from jobbers. Retailers’ sales are 


fairly good, although some improvements are to be 
desired. 

We quote from local jobbing stocks Tinware at 10-5 per 
cent discount from list 

Tin Plate—Stocks are slowly filling out, although 


there is much to be desired along this line. Sales in 
a retail way are very light. 

We quote from local jobbing 
coating 20 x 28 tin, at $21 per box; 
ingg 20 x 28 tin, at $22 per box 


stocks Flour City EC, S-Ib 
Ideal Bright, S-Ib. cout 


Wheelbarrows.—There is a growing demand _ for 
wheelbarrows, although retail sales are still light. 


We quote from local jobbing stocks, wheelbarrow fu 
bolted, at $23.50 per dozen; tubular wheelbarrows at $4 
each; garden wood wheelbarrows, $5.40 each 


Wire.—There is an increased call for barbed wire 
especially, although the majority of calls so far are 
only for price. This indicates the future demand for 
deliveries which will be satisfactory. 
stocks Bright wire good 
goods at 70-10 per cent fro 


jobbing 
wire 


We quote from local 
75 per cent discount; bra 
tandard list 

Black 
nealed wire at 


annealed wire at $4.25 per 100 Ib) galvanized 
$4.95 per 100 Ib painted Glidden cattle wire 


K0-rod spools, $3.75 per spool; galvanized Glidden cattle wit 
40-rod pool $4.30 -per spool painted Glidden hog w 
$4.02 per spool, galvanized Glidden hog wire, $4.60 pet 

Wire Sales of wire cloth are increasing 





lightly, although the spring demand has not actual! 
started yet. Stocks are in fair condition. 

We quote from local jobbing stecks; Black painted w 
cloth, 12 mesh, $2.15 per 100 sq, ft galvanized wire 
12 mesh, $2.75 per 100 sq. ft. base 











March 20, 1919 


89 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








CHICAGO 


HARDWARE AGt 
Chicago, March 15, 191% 


HILE the paint market has shown a decided im- 

provement during the past few weeks, it is still 
quite a distance from normal. However, present indi- 
cations point to more in the way of building operations 
than was anticipated early in the year, and there is 
enough in the way of necessary painting to be done to 
insure a good increase over paint sales of last year. 
Retailers in general seem to be expecting somewhat 
lower paint prices and are buying in small lots. On 
the other hand, the wholesale trade are not agreed that 
lower prices are to be expected. The next few weeks 
will probably definitely settle the price question and 
buying will be more pronounced. 

Linseed oil has taken an advance of 6c. per gallon 
since our last report, and if its course continues up- 
ward, the chances of reduced prices on mixed paints 
will be exceedingly slim. The buying of oil has im- 
proved during the past few weeks, and the available 
supply seems to be less than the estimates early in the 
season. Advances in pig lead have apparently stabil- 
ized the market on white lead and increased sales are 
reported. 

Just now there is considerable local speculation over 
the increased wage schedule of painters, amounting 
to $1 extra per day. It is feared that this will further 
hold up painting in the city proper. 


Brushes.—There is some improvement in the demand 
for brushes over that of a month ago, but sales are 
still limited. Manufacturers are still facing high pro- 
ducing costs, and prices seem very firm. Naturally no 
great buying movement is to be expected under present 
price conditions. . 


Mixed Paints.—The paint situation is practically the 
same as for some time past. The advance in linseea 
oil makes it practically certain that no reduced prices 
on mixed paints are to be expected, particularly as the 
stock in the hands of the manufacturers was made up 
from high priced ingredients. Sales have improved 
slightly during the past two weeks, the demand being 
mainly for the smaller containers. There is also a no 
ticeable tendency on the part of the retailer to cut down 
the range of shades and colors carried in stock. 

We quote to retailer f.o.b Chicago No. | house paint, $3 
per gal.; No. 2, $2.50 per gal; No 3, $1.80 per gal 

Linseed Oil.—The past week has brought to light an 
other advance in the price of linseed oil of 6c. per 
gallon. The flax seed market is very firm, with only 
a limited amount of Canadian seed obtainable. Dis 
turbed labor conditions in the Argentine are also tend- 
ing to prevent shipments of seed from there. The de 
mand for oil is reported to have increased during the 
past few weeks. 


We quote to retailer fob. Chicago Strictly pure lin 
eed oil, in barrels, raw, $1.72 per gal; boiled, $1.74 per gal 
terms, 30 days net, or le ! per cent if paid within 10 day 


from date of invoice 


Turpentine.—The market for turpentine is very quiet, 
and the recent decline of 24%c. per gallon has not stim 
ulated sales to any great extent. There is no surplus 
of stocks in this country, but the price appears to be 
hinging almost entirely on the demand. 


We quote to retailers fob Chicano Strictly pure tur 
peritine in barrels, Sd per tal 
Denatured Alcohol.—There is a very light demand 


for denatured alcohol, and the recent price declines do 
not seem to have increased sales materially. In fact, 


there is a belief prevalent among dealers that still fur 
ther declines are to be expected. 

We quote to retailer fob. Chicago IS0-deg, denatured 
tleohol ) barrels, 45¢ per gal and 10-gallon cans, 20¢ 
vor gal, higher i-gal cans, 25c. per gal. higher, which price 
nelude container Where sold in bulk, in le than barrel 
he price l0c, per gallon more with extra charge for con 
habner 4 


White Lead.—There has been some improvement in 
white lead sales, due probably to the fact that the re 
cent advances of pig lead tend to discourage the idea 
of declines. Present quotations seem firm. 

We quote to retailers, fob. Chicago 100 Ib. keg per Ib 
Se. im quantitv.: single kegs, $123 O-Tb kegs, per Ib, 134 


in quantity; single keg $6.75; 25-lb. kegs, per Ib., 13 %4c. in 
quantit ingle keg $3.45; 12%4-Ib. kegs, per Ib., 134.c. in 
quantity ingle keg $1.80 (500-lb. lots or more,'sec. per Ib 
less) 


Shellac.—The weakness of the shellac market is evi 
denced by the marked declines of the past week. Shel 
lac gums are said to be arriving in this country in fair 
volume and at prices below the domestic market, while 
the demand for shellac is comparatively light. 

We quote to retailer 


(4-Ib. goods), in 
hellac (4-Ib 


f.o.b. Chicago Pure white ! 
gallon cat $2.85 per gal pure ori 
) per gal 





goods), in gallon ean 


Dry Colors.—Business in dry colors is quiet, with no 
changes of importance. There is a general feeling that 
the supply is only about sufficient for the season, and 
for that reason prices will not show many changes 


We quote to retailer f.o.b. Chicago ey nh N etlan 
red, in barrel $2.50 to $4 per bb geile whit i bar 
rels (barrel Mec, ench), $2 to $ i> per bbl plaster of paris 
New York, in barrels, $3.75 per bbl 

a 
BOSTON 
Cottier f H DW \ 
Boston, Miu 15, 191y 


hte oe the past six months or so, in visiting the 
leading paint interests of this city, we were able 
to get the ear of the heads of concerns at almost any 
time of the day. We could sit down and enjoy long 
talks on paints and other things that form vital parts 
of the business. and not feel that we were encroaching 


on the time and good wishes of anybody. This week 
has been an entirely different story. The minute we 
have set foot in such establishments we have been 


conscious that there is something doing. In the inner 
shrines they have been very glad to see us, but at the 


same time they have been so all-fired uneasy that it 
did not take us long to discover that omehow or for 
some reason we were not quite as welcome as we had 


been in the past. We have, however, discovered there 
is a reason for this seeming lack of interest in anything 
but what the other fellow was intent on doing. 

In the first place the big paint fellows are busy. 
They are busier than they have been before in months 
They are busy at a time when they thought business 
would be at a standstill. And they are so tickled that 
they are busy that they almost hate to take the time 
to talk to a trade paper correspondent. They are not 


only selling mixed paints in liberal quantities, but 
putty, oils of all kinds, paint removers, lead, everything 
in fact. Price changes? Only one as far as they knew 


About the only explanation for the lack of price change 
they can give is that the better consumptive demand 
has been reflected in the wholesale markets, and that 
everybody is waiting to see if business comtinues to 
hold up. And the general improvement in business 
has been due entirely, to the spring like weather. In 
analysing business, we find that nobody is ordering any 
thing in the paint line in a big way. But the trade 
has been swamped with small to medium-sized orders 
By the trade we mean those out-and-out paint 
cerns. So far as the hardware trade is concerned busi 
ness is much better than it has been of late. But un 
fortunately the retail trade is calling largely for small 
mixed paint containers, and the local jobbers as a rule 
are not well supplied with them. Deliveries to retail 
hardware dealers have not, therefore, been as prompt 
as they usually are at this season of the year. In re 
gard to the future of paint prices, very little has been 
said last reports. But one could hardly expect 
the paint interests to talk prices and the future when 


con 


since 


business is as good as it has been of late. 

srushes.—A further improvement in the demand for 
paint brushes is noted by the manufacturers. In facet, 
some of them say they have had more business during 


the past week than they could properly handle because 
the influx of orders Fortunately, 
however, most of the makers were well stocked up, and 
another week passes they feel they will have 
caught up on deliveries. Sentiment in brush circles i 
that should the present demand for woods hold for any 
length of time the New England market would be well 
cleaned up before June 30 


came unexpectedly. 


before 
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Dry Colors.—While the dry color market is a very 
long way from being active, it is decidedly more so 
than it was a week or 10 days ago. Local stocks of 
dry colors are really smaller than most people realized, 
houses handling them, it appears now, having held off 
from buying in anticipation of lower prices. The in- 
creased demand, therefore, has caused a decidedly firmer 
undertone to the market. 

Zarrel Lots—Plaster of paris, $4 to $4.25 per bbl.; whiting, 
commercial (bolted), 2c. per lb.; whiting, gilders, 24%4c. per 
Ib.: dry zine (American), 20c. Ib.; lamp black, bulk, Ldc. Ib. ; 
lamp black, in 1-lb. packages, 19c.; raw and burnt umber, 
§ to 12c¢. lb.; raw sienna, lic. Ib.; burnt sienna, 13c. to 15c. ; 
Princes’ metallic brown, 3\4c yellow ochre, 34%4c Venetian 


red, 2% c. Ib. ‘ 
I sound Lots—Paris green, in 1-lb. packages, 50c. Ib.; in 
-ib. packages, 5lc. lb.; %4-lb. packages, 52c¢ “ib ; ultrama- 


rine blue, 24¢. Ib 

Glue.—The glue market practically is the only branch 
of the paint market that does not show signs of life. 
Glue continues to sell in a very small way, but so far 
as can be ascertained there is absolutely no weakening 
of values anywhere. 

Glue, ground, 16c. Ib.; plate, 35e. Ib.; bonnet, 45ec. Ib 

Lead.—All kinds of lead have been bought quite freely 
of late. By that we mean the market is quite a little 
more active than it has been before in some time. And 
yet it is not as much so as it is in normal times. The 
trade appears reasonably certain that consumers have 
become convinced that prices will not be lower within 
the immediate future. 


White, in oil and dry, 124%4-lb. kegs, 1344c. Ib 25 and 
50-Ib. kegs, 13%¢ 100-lIb. kegs and larger. 13c.; for 500-Ib 
lots and over deduct 5 to 10 per cent Dry red lead and 
litharge, 1214-lb. kegs, 13'4c. Ib.; 25 and 50-lb. kegs, 13\4c 





100-lb. kegs and larger, 1° red lead in oil, 12%-lb. kegs, 
he Ib 25 and 50-lb. iam: 3%c. Ib 100-lb kegs and 
irger, 131%4c. Ib. Orange mineral, 1214-lb. kegs, 13%c. Ib.; 
>» and 50-lb. kegs, 134%4c.; 100-lb. kegs and larger, 13\c. 
Oils.—More linseed oil has been sold since last re- 
ports than changed hands during the entire month of 
February, according to some local paint interests. Be- 
‘ause of this fact, and because of recent buying of 
flaxseed in South America by Allied countries, which 
means a smaller supply of such material for our own 
consumption, in addition to renewed talk of purchases 
by England in this country of the oil itself, local lin- 
seed oil prices have been advanced 5c. a gallon, the first 
change in quotations recorded in many weeks. 
Turpentine, for the first time in many weeks, is 
enjoying a real demand, not normal, to be sure_ but 
a great deal better than it has been. In fact, oils of 
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all kinds are displaying more life. It was generally 
expected that gasoline prices would be marked up this 
month, but they have not been and local Standard Oi! 
representatives profess they have no information they 
will be for some time. Floor oil, which has been life- 
less since long before the signing of the armistice, is 
“beginning to sit up and take notice.” Alcohol also is 
— better. 

‘astor oil quotations largely nominal; cylinder oil, 50c. gal 
PP 50 gal. or more, 2514¢e. gal.; Kerosene, 50 gal. o1 
more, 12%,¢c. gal.; lard Oil, $1.80 gal.; alcohol! denatured, 
ise. gal.; wood, $1.40 gal.; linseed, raw, in barrel lots, $1.63 
gal.; in 10-gal. lots, $1.68; in 5-gal. lots, $1.70; in 1-gal. lot 
$1.73; boiled, in barrel lots, $1.70 to $1.73 gal.; neatsfoot 
$1.85 gal.; sperm, $2.30 gal.; paraffin, 35c. gal. ; floor oils, 50« 
gal.; turpentine, 78c. gal. in barrel lots; in 10-gal. lots, 83¢ 
in 5-gal. lots, 85c.; in 1-gal. lots, $8e 

Shellac.—The gum shellac situation appears to have 
cleared considerably of late. About a fortnight ago 
it looked as though the market might break wide open. 
But with the general improvement in the consumptive 
demand and a more stabilized ocean freight rate mar- 
ket, there has been a decided let-down from a high- 
tension position. 

Shellac gums (small quantities), D. C. (orange), S3ec. Ib 
¥. S.0., T0e. Ib; TN. 60c. Ib; bleached white shellac, 
ioe ) 

Sundries.—As indicated before, putty, paint removers 
and, in fact, almost all things that come under the 
heading of sundries, are selling much better than they 
were last month. The paraffin wax situation is still 
unsatisfactory from the standpoint of the seller, inas- 
much as the 118-20 melting, which everybody seems to 
want most, is still a scarce article. But indications are 
that the situation as regards 118-20 meltings will im- 
prove within the near future, and for that reason the 
paint trade is more cheerful. 

Putty (best) in 125-Ib. drums, Te. lb.; commercial putty 
(in drums), 5% c.; paraffin wax, in »-lb. cases, 118-20 melt 
ing, nominal: “123-25 melting, 11% ¢ Ib.; 128-30 melting 
as paro, in 100 lb. cases, 14c. lb. Paint removers, $2.56 

Varnishes.—In common with mixed paints, the mar- 
ket for varnishes is more active. Business, however, 
usually is confined largely to hand-to-mouth buying, 
but the aggregate sales for this week are by far larger 
than those for the previous two weeks. But there is 
the same old feeling hanging over the market that 
prices after April 1 will be lower. 

A new and somewhat unexpected development has 
matured in the paint situation. On fairly authentic 






Paint material prices as quoted in New York March 17, 1919 


Animal, Fish and Vege- Cobalt, Oxide ..#@ M1 g*- 4,86 
| ene ~P 100 
table Otle— Commercial ....... 1.25@ 
GIBEOES . 6.0.0.6 0: es902 1.30@1.35 
Linseed, Raw, Carload . stldo. na) 5h 
To cae eit: $1.50@ Ex. Gilders ....... 1.35@1.50 
City, 'five-bbl. lots : 
cae over . $1.534 Putty, Commercial— 
Out-of-town, five-bbl. 100 
lots and over... $1.50@ p ee 
‘ * Ped SS eee $3.10@- 
— oo gal. advance op pty "ty 5th. tina $4.70@6.10 
aw. 
Lar, Prime Winter. .2.50@ ; 
Extra No, 1 1.07a Spirits Turpentine— 
No. 1 ..1.004 
’ x gal. 
Cotton see ed, ( rude, = In Machine bbls 71%4 
f.o.b, mill ...... 17% @— ’ ; 
Yellow Summer 
Prime, bbl. ...21%@- Gum Shellac— 
Tallow, Acidless ..... Rs 00@ - » 
Menhaden Lt ares nominal 
Northern Crude . - nominal Fine Orange .. _..58 @eo0 
Southern f.0.b. Fac- A. ©. Garnet........47 @48 
tory. 15@ Button ...... rsou.c00t OS 
Light Pre mased ..... : -05@1.10 Kala Button ...s...nominal 
Yellow Bleached ...1.15@— TON, Sep 46° @AT 
White Bleached’ 7: BO... ..Dominal 
WPMRUOE oo veesece 1.20@— PNGas 


Cocoanut Ceylon do- 


mestic, bbl., per ...134%@ Colors in Oil— 


Cochin Imported, spot....nominal 
Domestic, bbl ‘ 15 4a eam. 
Cod Domestic Prime..1.05@1.15 Black Lamp .........830 @40 
Newfoundland , 1.10@1.25 Black, Coach, Japan..28 @40 
Corn Refined, bbl. 100 ™ Black tn ofl..........26 @32 
19.56@ Le |. re 26 @32 
Porpoise body ......-.+++ nominal Blne Chinese ........ 1.30@1.60 
Olive denarured ..... nominal Blue Prussian ....... 1.20@1.50 
Neatsfoot Prime, un Blue, Ultramarine ..45 @60 
pressed .... 1.25@1.35 Brown Vandyke ......2% @B5h 
Palm, Lagos, spot per Ib., French Ochre ........15 @16 
nominal Green, Chrome, Pure..70 @7% 
Soya Bean, bbl., Ib 124%,0138 Green, Paria ...scces 60 @T5 
; [| aera. 24. @26 
Venetian Red ....... 15 @18 
Miscellaneous— Sienna, Burnt .......26 @28 
ion» Umber, Raw .......- 25 @27 
Cary = é Umber, Burnt .......26 @27 
White, Foreign, Chrome Yellow ......38 @45 
WD COM ccccccccccves nominal 
Domestic, prime, 
white floated, White and Red Lead, 
DABS ..6--ece0- 30.00 @21.00 &e.— 
a omer, in bags Cents @ ID 
OD ss.ee-cees 21.00@24.00 Lead, American White 
cna Eaglish ‘ o ton nominal | Oe 
French ..@ ton nominal In O11 White. less than 
China Clay, Tniporied. id ton18@25 500 Ib., 


per 
Domestic .. -. 2 15Q@24 Poe a> ovees .$13.00@— 


500 Ib. up to Brown, Spanish, high 
2000 Ib., per grades, per ton... .24.00@— 
Pe ccc $11.70 @— Brown, Spanish, low 

2000 TD. up to GPOGOS wwccccvcrece 16.00@— 
10,000 T. per Carmine, No, 40, bulk. 5.50@6.00 
See $11.41 @— Green, Chrome, ordinary 

10,000 Ib. up to 8 @15 
30,000 Ib., per Green, Chrome, Light.35 @40 
BOW Ts. vanes $11.00 @— Serer 40 @50 

Carload, mini- Metallic Paint, ® ton, 
mum, 15 tons, nag ee 32.00 @ 36.00 
per 100 Ib...$10.88 @— ae er 35.00 @40.00 

Litharge, American, Ochre, Medium, # ton, 


30. ee. 00 
American, Golden, ®# D., 


yvowdered, Steel 
fegs, per 100 


| ERS $13.00 @— 5 '@10 

500 TD. up to 2000 Foreign, Golden, @ .» 
 os0esaene ge $11.70 @— 5 @10 

2000 ™ up to a : POET Tey: nomina) 
10,000 1D. ..... $11.41 @— Orange, Mineral Rnglish, 

16,000 ™. up to nominal) 
80,000 ™., per Dy. tna tencaneas nominab 
Sara $11.00 @— American ........+. 13% @14% 

Carload, minimum Red, Indian 
15 CONG .scccce $10.88 @— American # 100 .16 @18 

Red, Tuscan ........ 22 @30 
- Red, Venetian # 100 = @ 6 
Zine, Dry— Rose Pink .. = shale 19 " 25 


Red Seal (french proc.) Sienna, Italian, burnt 


12 12 and powdered 7 @15 
Green G1. (french pro, @12% Burnt lump ....... 4@6 
134 @12% Italian, Raw, pow- 
White SI. (French proc.) [  Parrerer 6% @12 
13 @13% American, Raw -2%@ 3 
American Process, American Burnt and 
5 “> “s POWGOPOR 2c ccccce 2% @ 4 
5 p. c. lead sulphate, on@o% ais wees Ve eratnal 
10 p. c. lead sulphate. ..8% @9 American. isis ton oes 20. 0a 40. 00 
20 p. c. lead sulphate. .9@94 mm...» MY ails : ‘nominal 
85 p. c. lead sulphate.8% @8% French ...... 100 ™. nominal 
: English ...... ® 100 ™. nominal 
Dry Colors— American, #@ 100 ™. No. 1, 
#@ mm. .25@ 
Black, Carbon Gas...14 @2h American, ®@ 100 ™. No. 2, 
Black, Bone -+++ 5S W@12 1.00@ 


Black, Drop »--5%@15 Umber, Turkey, Burnt 





Black, Lamp . --.15 @45 and Powdered 5Y%@ 7 
Black, Ivory ..--16 @30 Raw and powdered. nominal 
Mineral Blacks, # ton, turnt, American ....34%@ 4 
35. 00@45 00 SS eee nominal 
Blue, Celestial ..... 12 @25 BT cnrreerenessesn sae OMe 
Blue, Chinese ....... 80 @90 Yellow, Chrome, Pure.26 @ 
Blue, Prussian, Domestic, Oxide Red, powdered, 
80 @90 OS Ea 8% @ 4% 
Blue, Prussian Foreign. ..nominal Vermillion, os k Silver 
Blue, Soluble ....... 5 @mon English . .1.40@1.50 
Blue, Ultramarine ...12 @b50 WD ve vcences - nominal 





ee a 








—~—> 
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authority it is reported that the New England painters 
will demand an increase in wages and shorter hours on 
April 1. The master painters, it is understood, are not 
in favor of granting either unless there is a reduction 
in paints and the like, and there is, therefore, an element 
of uncertainty in a branch of the business that figures 
prominently in the annual consumption of paints and 
varnishes. 


TWIN CITIES 


OFFICE OF HARDWARE AGE, 
Minneapolis and St. Paul, March 13, 1919 


ALLS are increasing slowly in the paint line, al- 
though the spring demand has not started yet. 
Paint dealers are anticipating a very good sale in all 
kinds of paint materials. Mixed paint prices are hold- 


ing steady and strong and there is even some rumor of 


an advance which is not very definite as yet and may 
not be put into effect. 

We quote from local jobbing stocks: Ready mixed paints 
at $3.35 to $3.49 per gallon for first grade Second grade at 
$2.15 to $2.50 per gallon; metallic paint in red, per pound, 
at 2 to 2% cents 
Denatured Alcohol. arket on denatured alcohol has 
weakened considerably in the past few weeks. Calls 
are becoming very light. 

We quote from local jobbing stocks, 
180°, in barrel lots, 50c. per gallon 

Turpentine.—Market on turpentine is weak and some- 
what fluctuating. Call is light. 

We quote from local jobbing stocks, turpentine in barrel 
lots at 79c. per gallon. 

Linseed Oil.—Since the last advance there has been 
no further change in linseed oil, although there is 
danger of some decline if South American crops are to 
be considered as a factor. It depends somewhat on 
labor conditions there, however, and the ability to ship 
to this country. 

We quote from local jobbing stocks, boiled linseed oil in 
barrel lots at $1.63 per gallon; raw at $1.61 per gallon 

White Lead.—Call for white lead is very light as yet, 
although undoubtedly there will be a heavier demand 
in the near future. 

We quote from local jobbing stocks, 100 Ib. kegs at 13 'x« 
per Ib., with the usual differentials for quantity and size of 
package 

Shellac.—Shellac is selling slowly as yet, with quota- 
tion holding strong. 





denatured alcohol 


We quote from local jobbing stock: White shellac in gal 
lon cans at $3.25 per gallon Pine shellac in gallon can 
at $3.00 per gallon. 

Whiting.—Stocks are in good condition on whiting, 


with a fairly good call. 
We quote from local jobbing stocks, extra gilder whiting 
at 2!,c¢. per Ib., with a charge of 50c. for the barrel extra 


Will You Help ? 


(Continued from page 68) 


60932 Crucible, electric, or alloy steel 
6094 Tron castings, n.e.s. 

60941 Cast iron plates, stove plates and irons, 
tailor irons, hatters irons and castings and vessels 
wholly of cast iron 

60942 Chiseled, drilled, machined or otherwise advanced, 
but not made into finished articles. 

60943 Hollowware, coated, glazed or turned 

(For cast iron pipe and fittings, see 607.) 
610 Stoves and furnaces (except electric) 
6101 Coal, coke and wood burning stoves (heating) 
6102 Coal, coke and wood burning stoves and ranges (cook 
ing). 
6103 Gas stoves, ranges and water heaters 
6104 Oil and gasoline stoves for cooking and heating 
6105 Furnaces, warm air 
6106 Loilers, heating 
6107 Radiators. 
6109 Stoves and furnaces (except electric), nie 

61091 Stoves and furnaces, n.s.p.f 

61092 Furnaces, welded, cylindrical, and tubes or flue 
made from plate metal, and corrugated, ribbed or oth 
erwise re-enforced against collapsing pressure 
(For electric stoves, see 78, Electrical Apparatus) 

612 Enameled, galvanized and tinware. 
1121 Tinware—table, kitchen and hospital 
22 Tin cans 
} Galvanized hollow or kitchen ware 
24 Bath tubs, enameled 
1125 Lavatories and sinks 
1129 Mnamelware, table. kitchen and hospital, n.« 
613 Nails, screws, bolts, nuts, washers, ete 


sadiron 


enameled 


6131 Nails and spikes, wire, plain or galvanized 
6132 Nails, horseshoe 
61234 Nails, all other, including tacks 


Oo 
mt 








Why Push Paint in 1919? 
By W. R. MeFarland, Vice-President 
The McMurtry Mfg. Co 


HE paint dealer’s field of endeavor for 1919 
T has all the ear-marks of healthfulness. He 

has only to exert himself to participate in 
the greatest demand for paint the country has 
ever seen. 

With building restrictions off, the economy 
idea subsiding, the farmer again assured of high 
prices for his crop, and the constantly growing 
pride of the American home owner in his home 
and his educated desire to beautify it; what 
better conditions could the paint dealer ask for? 

Again, this is his opportune time to move his 
high cost goods, which may possibly decline. 





























61341 Nails and spike eut (not including R.R. spiges) 
61342 Tacks, brads and sprig cut 
613423 Nails and tacl (except R. R. material, 605) 

615 Tools and implements (except machinery); agricultural 

6151 Forks; Pitel pading and other 

61 Hoes and rakes 

61 Post and well augur 

6154 Seythe ickles and cradle 

6155 Shovels and spade 

6156 Vicks and mattocl 

6157 Pruning shear 

6158 Agricultural tool n.é 

(For power agricultural ma ner e 73, ag It i t 
! ) 
616-617 Tools and implement mod wor g, metal wor 
constructor ind t is lit ria 
( ne tools and } ve ) ¢ 

H1OL Axe 

6162 Augurs and bit ® 

6163 Blacksmith tools and railroad too ! 

61631 Tong hammer! edge trach too wedges 
crowbars 
61632 Anvil 

6164 Drills and reamer 

6165 Files and rasps, in¢ dit blanh 

6166 Hammer hatchets and adze 

6167 Nipper ind pliers of all kind 

6168 Saws 

61681 Cireular saw 

H1T6S2 (ro eurt 

61683 Mill iW 

61681 Pit and drag 

61685 Steel band saw 

61686 Hand, back and otl i p.f 

6169 Wrenches 

6171 Measuring too (ineliude bevels, caliper ind = di 
vider rule quares, gage peed indicator test 
dicators) 

6179 Tool ree (except knives) (Cineluide all tool 
carpenter machinist tone cutte plurmiber tir 
ner baker cobbler ‘ ep ‘ vhich are classi 
fied under cutler H149) 

618-619 Hardware, ne , and all other mfgs. of iron or steel 
except machinery (7) 
6181 Bearings and parts of 
S11 Ball 
61812 Ball bearing 
61813 Roller bearing 
61814 Parts of 
6182 Chain 
61820 Weldle and all other, me 
618 Welded 
61 Transmi ion chain (sprocket ind mashines) 

6183 Horseshoes 

6184 Seales and balance 

6185 Telegraph, telephone and trolley pole 

6186 Pole line hardware 

6187 Builders’ hardware 

61870 Builders’ hardware n.@.s (inelude loch latehe 
sash and shutter adjuster hinge door handles, coat 
hooks, sash lifts, lock sets, sash pivot ash pulley 
door and drawer pulls, ete.) 

61871 Iron or steel hinges and hinge blant 

61872 Padlocks 

6188S Saddlery and harne hardware 

6189 Marine and car hardware 

61890 Ship and car hardware, n.e 

61891 Anchor 

619L Steel barrels or drum 

6199 Hardware and mfg of iron or steel, ne 

61991 KEngraved steel plates, dies, rolls for use in engrav 


ings or printing bond tock certificate ete 


61992 Kingraved plates of iron o teel, engraved for use 


in the production of design on gla in xz manu 
facturing 

61993 engraved plates of steel, nv 

CIs0 Mfg of iron or steel, n.s.p.f 


(For buckles for belts, trousers and waistcoat nap fa n 
er aad clasps ee 699; for umbrella and parasol rib ind 
tretchers of iron teel or other metal ee 669, all other 
metal mfgs for card clothing ee 76. textile n hiner 
for steel wool and shaving grit, shot and sand ee abra 
ive 4) 
(For machinery of all kind ee 7) 











Publicity for the Retailer 





4 
+! Sto SMa ger at 


Featuring the Shop End of the Hardware Store—Anticipating the Demand 
for Oil Stoves—Introducing a New Store Paper— 
Strong Washing Machine Talk 


By Burt J. PARIS 


The Man for the Emergency 

No. 1 (2 cols. x 6 in.) 
t ey is the first of a series of ads begun by 

George Howard of Mount Vernon, N. Y., to 
draw attention to the shop end of his business. 
Right off the bat we say it is first-rate publicity. 
Instead of ‘call a plumber” in the emergency it will 
be “call the Leaksmith at Howard’s.” 

We advocate an ad of this character at frequent 
intervals. The increased amount of shop business 
it will bring will astonish you. Furthermore, the 
advertising will induce people to have plumbing 
faults remedied which have not received attention 
for lack of a spur to action. 

The ‘‘Hoo’s Hoo” Saturday feature of Howard’s 
publicity is going to create a lot of interest and will 
throw about the store that personality which causes 
folks to refer to a store as if it were an old friend. 


1—Popularizing the shop service 


HO00’S HOO AT HOWARD'S 


? 
































THE “LEAKSMITH” 


He | topped more 
Mount Vernon and 
showing them how to reduce their water bill 
man in the county 


leaks in the plumbing systems of 
saved more real money for his friends vy 
other 
Leaky faucets stop dripping—when he 


3 than any 
looks at them—and no self-respecting closet tank dares to even 


gurgle in his presence. The “repair car” in which he travel 
has been very aptly named the “water wagon.” 


HOO IS HE? 


day we will publish a little portrait sketch In this space 
and we invite you to guess 


HOO IS HOO—IN HOO’s HOO. 
HOWARD'S 


Every Satu 




















i 








No one may successfully measure the value of that 
personality in sales making. 


A Reminder of Summer Days to Come 
No. 2 (2 cols. x 6 in.) 
HINK this hardware man a little previous? 
Well, he isn’t, for if you take a look at that cal- 
endar of yours you will see that the kind of weather 


Oil Stoves 


An Absolute necessity forsummer. Make your 
plans now. Our complete assortment will 





please you and it certainly will be a pleasure 
to show you. 
are in town. 


come around the next time ‘you 


U// ae 





(Welch's Furniture Department) 





2—Anticipatory argument on oil stoves 


which makes oil stoves a delight is due in just about 
inside of two months and a little plugging on the 
subject now will do wonders when pocketbooks begin 
to loosen up for summer necessities. 

It is a fact that has been demonstrated by ad 
vertising men that the first ads on seasonable good 
are the ads remembered, and the reason for this i 
just plain common sense. Now, very few, if any 
merchants in your locality are featuring oil stoves 
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3—Here is a good “motto” idea 





-——Our Daily Motto— 





“LIFE IS TOO SHORT TO SPEND IN CHEWING 


THE RAG.” 











YOU CAN GO UP ONE 
STREET AND DOWN THE 
NEXT AND YOU WILL FIND 
MIRRO ALUMINUM 
WHERE EVER YOU GO. 





GilMer Street 
Latlmer Street 
SheRman Street 
MooRe Street 
WacO Street 
CIAy Street 
MiLam Street 
HoUston Street 
LaMpasas_ Street 
Malin Street 
DeNton Street 
LaUrel Street 
EIM Street 


MIRRO ALUMINUM reflects good housekeeping; that's the reason it is so pop- 
ular. We have a new shipment just in; won't you call and look it over? - It 


will appeal to you. See our MIRRO ALUMINUM show window. 


tag ll |AKEY-CLA 
BA HARDWARE. nan 





Watch For Them....... 




















Hence your ad sticks out. Later, when they all get 
on the band wagon, impressions are harder to cre 
ate. Do you get the point? If you do, we ought 
to get a lot of good oil stove ads soon. 

There is another point in reference to this ad 
which we want to mention, and that is the ad is a 
type of store paper display used in Welch’s Store 
News, the store paper published by Welch’s of 
Berea, Ky., and ably edited by John W. Welch. Un- 
der each ad as in this one, the store department is 
mentioned. It is a style of advertising created by 
the department store and it seems to fit in very 
well with the idea of the store paper. 


Concerning ‘‘Mottoes”’ 


No. 3 (2 cols. x 8 in.) 
ib B. Knighten of the Blakey-Clark Hdw. Co., 

* Ennis, Tex., sent us this ad and wants to 
what we think of it. This ad was inspired 
by a desire to be different, and as sometimes hap 
pens the zeal to be different leads us astray, as in 
the case of this ad, which we think is pretty poor 
stuff. 

There’s nothing to it, Mr. Knighten. It may get 
a little attention, but anybody that is most any 
body would be sore at himself for reading through 
an ad like this which is really but a catchpenny 
device. There’s some good talk at the bottom, but 
it is lost in the shuffle. Lately, Mr. Knighten has 
been getting some new and novel effects in his ads, 
and up to this one they have been really worth 
while, but dawggonnit if we said a good word for 
this ad we would have to strain so hard that we 
would bust something. 


know 


9° 


Passing to the next chapter, however, there is a 
fine idea introduced in this ad and that is the “daily 
motto.” Keep up this feature, Mr. Knighten. We 
happen to know of a New York City advertiser, 
Marks Arheim, who uses a daily motto and who by 
this one feature has given his publicity a unique 
character and distinctiveness. In the list of mot 
toes you sent us for criticism, Mr. Knighten, we 
think Nos. 15, 18, 19, 20, 21, 22, 26, 27 and 28 are 
most excellent. We believe No. 13 unsuited to your 
business. And Nos. 14 and 17 only fair, while Nos 
24 and 25 are decidedly poor. 


Grand Slam on Washers and Equipment 
No. 5 (3 cols. x 
igen start off of this ad insures a reading of that 
which follows. And, believe us, you can’t 
glance through this ad without a feeling stealing 
over you that the FE. N. Howell Hardware Co. of 
Dixon, IIl., is washer headquarters. Equipment is 
pictured for both large and small homes and a 
mighty good argument is advanced in favor of the 
washing machine. 
The only criticism we have to make is that some 


15 in.) 


thing about easy terms or reasonable cost should 
5—A drive to banish “Blue Monday” 
SS oS Nae SS SS 


WASHED OUT 


Yes, and your wife will be, too, unless you 








get her the wasting necessities which will "4 
mak e her work easier 

We make a specialty of supplying 

for wash day from 8 clothespin to ax * 
machine. Come in now and make a selectior 


We are showing ten 
different atyles of 
Washing Machines, 
including power, 
electric and hand 


We are prepared to 
demonstrate to you 
the type best adapt 
ed to your purpose. 





HOT COLD 
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have been mentioned. If you will refer to HARD- 
WARE AGE a few numbers back you will see how 
several dealers have covered this point and shown 
that the purchase of a washer is made easy by spe- 
cial terms. 

Wash day items and equipment mentioned at the 
close of the ad are well presented and effectively 


Hardware Age 


is concrete proof of the value of reading HARDWARE 
AGE, for many of its best features are adapted 
from store papers reproduced in these columns 
from time to time. When you peruse these pages 
you get a line on the best the hardware merchants 
of America have to offer. 

Under store notes, the Bulletin introduces an idea 


4—Introducing Roddenbery’s Hardware Bulletin 


Roddenbery's 
HARDWARE BULLETIN 





Published the Middle of Each Month = 


—By— 
RODDENBERY HARDWARE CO 
Cairo, Georgia 


Quality Brand Aluminum Ware. 
| “The World’s Best.” 


STOR-0-GRAPHS 


A few of aur friends whe have 
traded with us since our lony issue 
| J. B. Hall, Sherwin-Withams Paint 

J. J. Wileox, a Cole Planter 

Joe Rawls, Littl Duteh Sulky 

J. W. Burronghs, Lard Pre 

B. F. Cook, Buck Stove 

Harison Cook, A Moline Plow 

Ben Hh Hinsun, a stalk eatter 


Suhseription Price Bud Bloc’shear, from-across the 
YOUR GOOD WILL river, Was in the store this month, and 
bought aimee bit of hardware, in 
THE BROAD MINDED MAN cluding a pair of onr No. 6 Heavy 
2 Farm Bridle 
Aluminum Ware gaa FB. MeKoun, « Moline Plos 
. . t Little 


is superior of all 

cooking 

because of its 

cleanliness, 
: | - heating qualities 
Hold bandits lasting 
np ¥ qualities 


fal 


2 2AB It does not crack, 
a msn 4 | Be -—¥ peal or scale off 
» like enamel ware. 
mm Guaranteed for 
| Pate twenty years. eM. Sing 





J, W. White, of Pine Park, 


utensils 


itis 





day t vonth 

A Buck Stove or Range in any wo- 

man’s Kitchen spells SATISFACTION 

| A. M. Gainey, a Buek Range 

4 dod. Wynee, a oa 
G. OL. Dwight, pair of iw No. 6 








He Faim Bridle 

















To The Man 





This bridle is undoubtedly the best 
value in a bridle we have ever sold. 
It's a peach. You ought to have it. 








' John Raw a molne Plow 
y a Jack Peebles, a pur” of Nol 6 
canal “ 1 Who Figures Closely and Makes Farm Bridles 
. ROL KR n, # Lard Preg 
. : His Dollars Count Fei eg 
r ‘ me, of SOULD Wem 
WHY CLIP THE HORSE When He Buys Grady, has justgeompleted his honse 
_ mn Cire with a nee coat of Sherwin 
‘ SHOVELS AND FORKS Wilhams Paint 
y of | D. M. Moneyham, a Buck Range.’ 
“ b |, kL. Jordan, Sherwin William 
m Z TT Paint 
2 We offer the sugges- | Mrs, Sc Haevioon, w Cole Plans 
b tion that he visit our | ve, G, Green, 0 Cole Pidnter 
Siaiad : 5 i oom ‘ollins, of Whigham, 
pped store first. He willsave [Cole Planter 
| money. ‘ We are well Palibitnetondnoncongyy 
“* known and_ reliable. VARS SHENS PREE 
_—— a All our Shovels and Pe otrclegey Apr 
. 3 ne ou omer ' re Slick cs 
bi oe Forks are first quality. reat only te sobing 
Beye . | sia em 
rae , af = = A 60 tooth drag harrow is just the 
nd never, dr HOW THE ROW STARTED. The man who is always smelling |'0! ' tun over your cane stubbles, 
P o-date 
nd hor . il aed re rat never thoroughly relishes his| Our line of ies bands are com- 
P eir anim arty Mr. Brown—"'I had a queer dream |bread and cheese [plete an@ our prices nee extremely 
om un now made frogs » ght, my dear. I thought I saw = jlow. You will save by getting: your 
d t amanda eiaw summa otf “iowa” Jhack bands from us 
‘ r ree mule n | " | « ° 
‘e Mrs. Brown—“And what did you| The darkest hour in any man’s ca-|  — : 
it you wish @Bo beat veturas from [ony to bin? VO" [reer in that wherein he first fancier | 727%, the habit of loakine, at-our 
your horse treat bim right an@ he f Mr. Brown—“I asked him what he/|there is an easier way of m king ‘ly the thing for which you have Been 


» and CLIP IN THE SPRING, 48s raunmyg for’’+—Tit Bits 
illustrated. The washer cuts were a great deal bet- 
ter in the original ad than in this reproduction. It 


is preferable to use line cuts wherever possible. 


A New Store Paper on the Map 
No. 4 (10 a 14 in.) 
ELCOME to the fold, Roddenbery’s Hard- 
ware Bulletin. A fine start you have made 
and may your shadow never grow less. The pub- 


lishers of this snappy new store paper are the Rod- 
denbery Hardware Company of Cairo, Ga. 

It is a four-page sheet, but the size is our favorite 
This new store paper 


10 x 14—four-column width. 





[dollar than by squarely eafaing it 


[looking 


new to us. Note the way those black paragraphs 
stand out. They are enlargements on certain items 
purchased and we are glad to see that the editor did 
not overdo this feature which we think will prove 
very valuable. Those two blackface items stand out 
like a soup stain on a brand new scarf. 

Too many ads are used on the last page: there 1s 
no reading matter and this is a high crime in store 
paper editing. Don’t let that happen again, you 
Roddenbery folks. Add an insert if you must, but 
keep reading matter on each and every page, else 
you'll have a circular and not a store paper. Put a 
running title and folio at top of each page, too. 
We're watching out for your March issue. 
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Stanley Garage Latches 





These heavy wrought steel latch sets are 
winners with the trade; they make a hit with 
the customer on sight. The heavy Duplex 
Latch No. 1264 makes it easy to handle a 
heavy door from either side. The handsome, 
large escutcheon plate of set No. 1263 in- 
creases the holding power of the screws 
through their wide distribution. The heavy 
Pull No. 1266 matches both of the above and 
is just the thing for the inside of the opposite 
door. All made with combination holes for 


either screws or bolts of the well known 


STANLEY Quality. 


Write for special catalog on Stanley Garage Hardware, which includes Butts, 
Hinges, Door Plates, Latches—the Stanley Garage Door Holder—every piece 
of hardware required for the equipment of a garage. 


seve = The Stanley Works 3% 


NEW BRITAIN, CONN. 
New York: Chicago: 
MARK 100 Lafayette Street 73 East Lake Street MARK 
































Self-Propelling Porch Swing 


Here is the latest improved porch 
and lawn swing No. 32 placed on the 
market by the North Star Sales Co., 
Minneapolis, Minn., with a patented 
feature which makes it a self-propel- 
ling swing. A slight pressure of the 
occupant’s feet on the foot rest in- 
sures easy, smooth motion. The foot 
rest can be folded back in getting in 
and out. This swing is bolted together 
solidly and guaranteed to be strong 





Self-propelling porch swing 


and durable. The — self-propelling 
feature does away with wearing out 
shoes and scratching the paint off the 
floor in trying to keep in motion. The 
porch and lawn swing is made of fir, 
with a mission finish, and comes com- 
plete with the frame for the lawn or 
without the fraine for the porch. The 
outfit is packed knocked down. 


Timberlake Jar Tongs 


J. B. Timberlake & Sons, Jackson, 
Mich., have recently perfected a new 


cold pack fruit jar tong, No. 748, 
which makes it impossible for the jar 
to be released until the tongs and 


jar rest on the table or in the boiler. 
The jars can be safely handled under 
2 inches of boiling water. 

These new 
the water during the coo 
tion, but are for the purpose of easily 
and safely handling the jars into and 
out of the boiler. Therefore, the tongs 
are always Only pair is 
needed, no matter how many jars are 
to be handled. By the use of these 
tongs, the operator’s hands need not 
touch the jar, either to apply or to 
release the tongs; the shape of the 


tongs are not 


left in 
| 


king opera 


cool. one 


Reading matter continues on page 


feet is such that they automatically 
follow the sides of the jar and snap 
under the bottom of it; the entire 
weight of the jar and contents is 
supported by the feet. It is said that 
there is no strain whatever upon the 


Timberlake jar tong No. 748 


jar, and there is no breakage. The 
hand of the operator is not subject 
to any strain; just the natural action 
of lifting automatically gives the nec- 
essary pressure to hold the tongs se- 
cure against release. The tongs are 
packed one dozen pair in a package. 


‘* Metalglas the Brightener”’ 

The Eclipse Manufacturing 
pany of Indianapolis, Ind., is featur- 
ing an all purpose metal and glass 
polish, called “Metalglas—The Bright- 


Com 





the 


“Metalglas 
used 


Show various 


Brightener” 


ways 
may be 
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ener” which, it is asserted, contains 
no acid, grit, ammonia, whiting or 
injurious chemical and its continuous 
use positively cannot injure the finest 
silver, gold or other metal finish. It 
cleanses and restores the original sur- 
face by removing tarnish, grease or 
other accumulation, and bringing back 
the original finish untouched. It 
is a cleaning rather than a scouring 
process and its continued use, it is ad- 
vised, actually preserves and protects 
the original surface. 

In applying “Metalglas” only suffi- 
cient rubbing or polishing is required 
to work a paste over the entire sur- 
face—it should then be wiped off 
thoroughly with a soft dry cloth. For 
jewelry, silverware, cooking utensils, 
bath room and electrical fixtures, 
brass, copper, nickel, bronze or in fact 
any metal finish, its quick action and 
lasting effect is very noticeable. Dis- 
solved in warm water it will restore 
to pure white “yellowish” ivory 


The ‘‘ Duckydoo”’ Toy 


’ 


is a new toy for babies 
who are just beginning to creep. The 
toy is beautifully designed in the 
shape of a duck with a rocker on 


“Duckydoo’ 














babir 


The “Duckydoo" toy for 
each side and constructed so that it 
cannot tip either forward or backward. 
The sitting base of the “Duckydoo” is 


only a few inches from the ground 
so that the child cannot tumble off 
and injure itself. The Adjustable 
Sales Company, 1054 Jay Street, 


Rochester, N. Y., is the maker. 
98 
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HNRichards-Wilcox 








(/| 


‘‘Has All the Others 
Beat to a Standstill!”’ 


| a a 
| Wi oe an 


| declares Architect John 


P, Butz of Wilkinsburg, 


Penna., referring to 





L = 


Interior of double entrance garage with “Slidetite’” four-door equip- 
ment and special offset hinges which swing doors clear of doorway 


» fM, 
QD; o" Zz y 
4 
Oe “MA. td ip 


(PATENTED) 


SLIDING GARAGE DOOR HARDWARE 


“I have used all the different kinds of hardware to equip 
garage doors, and I consider ‘Slidetite’ the best on the market 
today.” 


Weather-tight 7) 


Doors hung on “Slidetite” 
Hardware slide and fold tight 
into the door frame like a house 
door, saving heat and keeping 
out the weather. Operate easily. 
Can’t sag. Stand immovable 
without locks or holders. Make 
a fine-looking garage. 








Particular information fur- 
nished without obligation. 





and clearance of opening in open doorway due to use of special 










































































Exterior of same garage. Note tight fit of doors in closed doorway, ( 
| PAN: | 


offset hinges 


Richards WilcoxManufacturins (0. 


SAN FRANCISCO 








PHILADELPHIA 

LOS ANGELES Aurora Iuurors.US.A. MINNEAPOLIS 
NEW YORK BOSTON 
CHICAGO Richards —Wilcox Canadian Co.,Ltd..London.Ont. ST LOuIS 


“A HANGER FOR ANY DOOR THAT SLIDES” 
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American Glarekiller 
The American Glarekiller has been 
designed to protect the driver from 
the blinding glare of an approaching 


car. It is affixed direct to the wind- 
shield. When not in use it can be 
folded back out of the way. The 


———_————— ——————————— 














The American Glarekiller 


clamps used are made especially for 
the device and will fit all cars. It 
works as easy as a brake and elimi- 
nates needless risk. The American 
Glarekiller Corp., 902 Crozer Building, 
Philadelphia, Pa., is the manufacturer. 


‘‘De Luxe” Tire Carrier 

The New Era Spring & Specialty 
Company, Grand Rapids, Mich., has 
just brought out the tire carrier, “De 
Luxe” which has no bolts or straps 
to fasten or unfasten. All that is 
necessary is to hang on the spare or 







/ 
/ 
. f 
“De Luxe” tire carrier 

spares and snap in a lock, making 
the tires thief-proof, it is stated, with- 
out the need of chain. Each size is 
adjustable for all height tires. It has 


interchangeable brackets for the rear 
or side. 


All-Steel Traction-Rim 


An extention traction-rim to keep 
the motor truck traction wheels from 
sinking and spinning in soft ground 
is being marketed by The Foley Trac- 
tion-Rim Company, Minneapolis, Minn. 
The traction wheel is fitted with two 
traction-rims, one on each side of the 
two traction wheels, securely fastened 
with bolts between the spokes. On 
chain driven trucks or where there is 
not a clearance of three inches or 
more, one traction-rim on the outside 
of each traction wheel is held in place 
by blind rims on the opposite side 
through which machine bolts retain 
the rims proper. 

On hard roads the rims do not come 
into action at all but when soft ground 
is reached the rims give a_ surface 
bearing equal to a tractor wheel which 





The Foley all-steel traction-rim 


prevents the wheel from sinking 
farther and the many traction lugs 
take hold firmly and prevent spinning. 
The action of the rims is entirely 
automatic. 


New Improved Pedal 


The Hill Pump Valve Company, 
Archer Avenue and Twenty-third 
Street, Chicago, Ill., has announced a 
improved “Utility Sure-Grip” 
pedal designed to transform the 
small, smooth brake and_ clutch 
pedals of Ford cars into non-sliding 
pedals of standard size. Jt can be 
installed in a few seconds by anyone 


new 





The new “Utility Sure-Grip” pedal 





without drilling holes or using tools 
of any kind. 

The pedals are equipped with heavy 
rubber pads, edged completely around 
with non-rusting metal, giving them 
a very attractive appearance. The 
improved “Utility Sure-Grip” pedal, 
it is stated, will prevent any chance 
of feet slipping, particularly when the 
shoes are wet, while one is driving in 
low gear or applying the brakes. 


National Safety Signal 


National automobile safety signals 
use the same basic principles of 
traffic regulation that are employed 
by the navies, the big steamship com- 
panies and the railroads, and in all 
parts of the world. Green on the 
right and red on the left. The prin- 
ciple is universally used and univer- 
sally understood. 

The signal immediately discloses 
the presence of a dangerous passing 
point, or bad stretch of road, enabling 
both cars to proceed cautiously. Ona 
long stretch of country road or nar- 


row thoroughfare the driver can 
signal an approaching driver by flash- 
ing the red light. The other car 


will proceed slowly or come to a full 





safety signal 


The National Automobile 


stop, enabling both drivers to pass 
with safety when the green light is 
flashed as the signal for both cars to 
proceed. 

The signal is controlled by a single 
push buttor attached at any conveni- 
ent place for the driver. A push of 
the button and the signal drops—and 


lights. Another push of the same 
button brings the signal back t 
its original position, automatically 


switching off the electric light. And 
the same button controls both signals 
The device is made by the National 
Auto Signal Company, Inc., 147 West 
Seventh Street, St. Paul, Minnesota. 


Reading matter continues on page 100 
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OLD SOL 


The Three Big Roadlight Favorites 


The “Old Sol” Line of Automobile Roadlights gives the Dealer a model to fit every customer’s 


needs. The three most popular models which we offer this year, improved and perfected even 
beyond their former high standards, are: 


HAT 


“OLD SOL” 
Model No. 100 
NITROJECTOR 


The King of All Roadlights, with “indirect lighting” features; 
Nitrojector no-glare tubes. New style improved switch and focus- 
ing device. High candle-power searchlight bulb. Concealed pilot 
bulb invisible except by reflection. Three reflectors for indirect 
lighting, a-inch adjustable rear-sight mirror. High-grade duplex 
cable to connect with battery. Twin bracket, adjustable to any 
windshield, straight or tapered. List Price, $10.00. 






OLD SOL 
N2100 
NITROJECTOR 


“OLD SOL” 
Model No. 70 


Universally popular with motorists. A very powerful searchlight, 
with 7-inch door. Regular equipment includes central-beam bulb 
controlled by “fon” and “off” switch in handle, focusing device integral 
with switch, Universal Bracket fits all windshields, straight or 
tapered, 4-inch adjustable diminishing mirrorscope, and 4 feet of 
duplex cable. List Price, $8.00. 





“OLD SOL” 
Model No. 77 


Practically the same lamp as No. 70, but a little smaller. 6-inch 
door, 3-inch diminishing mirrorscope. Universal bracket, adjustable 
to fit all windshields, straight or tapered. Equipped with switch and 
focusing device in handle. A handsome light, beautifully finished 
in black enamel, with highly polished genuine silvered reflector. List 
Price, $6.00. 





~~ SOL 


Dealers: Ask your Jobbers about “Old Sol” Display Stands. 
They are real beauties. They tell the story (in pictures) of 
the usefulness, the actual necessity to careful drivers on dark 
nights, of the “Old Sol” Roadlamps. 


These “Old Sol’ Display Stands have a record asa salesman! 
They have made many sales for “Old Sol” Dealers. 


THE HAWTHORNE COMPANY 


BRIDGEPORT, CONNECTICUT, U. S. A. 
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Notes of the Retail Hardware Trade 


ASHVILLE, ARK.—The Nashville Hardware Com- 

pany has commenced business here, dealing in the 
following: Bathroom fixtures, belting and’ packing, 
buggy whips, builders’ hardware, building paper, crock- 
ery and glass, cutlery, electrical household specialties, 
fishing tackle, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, sporting goods and tin shop. Catalogs 
requested on hardware and furniture. 

GEORGETOWN, ILL—The Henry Hardware Company 
has recently suffered a fire loss, 

ELwoop, INp.—The Farmers store has started in the 
implement business at 315 So. Anderson Street, where 
a complete stock of the following will be carried, on 
which catalogs are requested: Belting and packing, 
buggy whips, cream separators, gasoline engines, ham- 
mocks and tents, harness, heavy farm implements, lu- 
bricating oils, pumps, wagons, buggies and washing ma- 
chines. 

APLINGTON, IowA.—Van Gerpen Bros. have disposed 
of their stock to Lindeman & Brower. The new owners 
request catalogs on sewing machines and cream sep- 
arators. 

BELMOND, IowA.—Johnson & Wright now own the 
hardware store of N. Resse. 

HAMPTON, IowA.—Charles Beed & Son have recently 
installed new show cases and shelving in their store 
at 208 N. Reeve Street. They request catalogs on auto- 
mobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, 
crockery and glass, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin 
sheets, hammocks and tents, heating stoves, heavy 
hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricat- 
ing oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry sup- 
plies, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys and games and washing machines. 

HumBoupt, Iowa.—H. M. Lambert has succeeded to 
the business of C. E. Ward. 

MARSHALLTOWN, Iowa.—George L. Rundall is pur- 
chaser of the stock of builders’ hardware, cutlery, dairy 
supplies, shelf hardware, washing machines, fishing 
tackle, etc., of Edward Heinz at 22 North First Avenue. 

LONSDALE, MINN.—M. Skiuzacek has disposed of his 
stock in the hardware and implement business here to 
his partner, C. M. Daleiden, who requests catalogs on 
automobile accessories, bathroom fixtures, belting and 
packing, builders’ hardware, children’s vehicles, churns, 
cream separators, crockery and glass, cutlery, dairy 
supplies, dog collars, dynamite, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, heat- 
ing stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, pumps, shelf hardware, sil- 
verware, sporting goods, tin shop, toys, games, wagons, 
buggies and washing machines. 

WHITE BEAR LAKE, MINN.—Hugh Hamilton, pur- 
chaser of a hardware business here, requests catalogs 
on the following lines: Automobile accessories, base- 
ball goods, buggy whips, builders’ hardware, churns, 
cutlery, dairy supplies, dog collars, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, home bar- 
hers’ supplies, kitchen housefurnishings, lubricating 


o'ls, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, pumps, ranges and cook stoves, shelf 
hardware, silverware, sporting goods, toys and games 
and washing machines. 

HAZLEHURST, Miss.—The Copiah Hardware Com- 
pany has taken over the stock of Brittain & Henry. 
A line of furniture has been added, on which catalogs 
are requested. 

NoRTH SALEM, Mo.—The hardware store of McClead 
& Co. was recently damaged by fire. 

DuTTON, Mont.—M. J. Simon has sold his interest in 
the hardware store of Whitacre & Simon to E. S. Whit- 
acre. He requests catalogs on hardware and furniture. 





St. PAUL, NeEs.—The Anderson Implement Company 
has been incorporated with a capital stock of $50,000 
to handle cream separators, gasoline engines, heavy 
farm implements, washing machines, etc. The incor- 
porators are A. P. Anderson, G. E. Anderson and T. T. 
Bell. 

STANTON, NeB.—Walter Krenzien has purchased the 
stock of the Stanton Hardware Company. 

CALVIN, N. D.—The Calvin Implement Company has 
been organized by W. L. Thomas and A. L. Vickstrom. 

SARLES, N. D.—The McMaster Hardware Company 
has bought the stock of the J. D. McLennan Company, 
which requests catalogs on automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, building paper, 
churns, cream separators, crockery and glass, cutlery, 
dairy supplies, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, wagons, buggies and 
washing machines. 

BOYNTON, OKLA.—The Allred Hardware Company is 
successor to Crawford & Wineland. 


CHEROKEE, OKLA.—The Cherokee Mercantile Company 
is erecting an addition to its store building. 

BRooKINGS, S. D.—The Heywood Hardware Company, 
successor to J. L. Jarvis, requests catalogs on baseball 
goods, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dog collars, 
electrical household specialties, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys and games and washing machines. 

CENTERVILLE, S. D.—The Centerville Hardware Com- 
pany, which recently suffered a fire loss, is putting in 
a new and complete stock. 

Sioux FAs, S. D.—George C. Secrest has bought an 
interest in the Smith Hardware & Harness Company. 
The store has been remodeled and a line of china and 
glassware added. Catalogs requested on automobile 
accessories, bicycles, builders’ hardware, children’s ve- 
hicles, crockery and glass, electrical household special- 
ties, fishing tackle, hammocks and tents, home barbers’ 
supplies, kitchen housefurnishings, poultry supplies, re- 
frigerators, silverware, sporting goods and washing 
machines. 

ARCHER City, TEx.—E. N. Andrews has opened 4 
store here under the name of the Cash Hardware. He 
requests catalogs on a general line of hardware. 

McKINNEY, TEx.—Walker & Hight have succeeded to 
the business of S. E. Walker. 
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